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Distribution of the book “’Direct Mail” is 
necessarily limited to full-time 
New England Mutual Career Underwriters 


FRIDA 


It gets results! For every dollar of his own invested in direct 
mail, the average New England Mutual fieldman has earned 
more than $40 in first year and renewal commissions. 

The book illustrated above tells the whole story of the 
Company's direct mail program, with directions for its most 
effective use. It carries reproductions of the complete line of 
gift and pre-approach letters (listed beside the illustration), and 
it carefully explains the step-by-step progress to a successful 
campaign. 

Every New England Mutual fieldman has a copy of this 
book, and to many of them “Direct Mail” has become an 


active partner. 
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George Willord Smith, President Agencies in Pam... Cities Coast to Coast 
The First Mutual Life Insurance Company Chartered in America—1835 





» FEBRUARY II, 1949 











Building for the Future! 


Easy in 1950 The Mutual Life will move 
from its outgrown quarters in lower New 
York City to this modern 25-story struc- 
ture on upper Broadway. Work on the i 
new building began with ground-break- i 
ing ceremonies on October 4, 1948. 

The new Home Office will occupy the 
easterly Broadway blockfront from 55th 
to 56th Streets. The Mutual Life plans 
initially to occupy 13 of the building’s 25 
floors. The remaining space will pro- 
vide for the Company’s future needs, 
and meanwhile will be leased. 

The building’s simple but effi- 
cient design will enable the 
Company to reduce oper- 
ating costs materially, 
and thus provide better 
service to our Field Force 
and to our more than a 


million policyholders. 








Our 2nd Contury of Service 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
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investigation fo Be 
Objective, Factual, 
Rep. Celler Says 


No Headline Hunting, 
He Promises, Asking 
Company Cooperation 


By DONALD J. REAP 


NEW YORK—Roepresentative Eman- 
NATIONAL UNDER- 


uel Cellar told THE 
WRITER that he has 
no animosity 
toward the life 
companies and that 
his proposed joint 
investigation of the 
business will be 
fact-finding and ob- 
jective. “There will 
be no headline 
hunting,” he said. 

“What we want 
are the facts and 
the facts will have 
to speak for them- 
selves,” he contin- 
ued. “I hope the 
life insurance companies will cooperate 
in the investigation. If they do, it will 
have constructive results for all con- 
cerned.” 

The investigation will concern itself 
principally with the assets of the com- 
panies and what is happening to them, 
he said. The committee will look into 
company government bond portfolios, 
sales of governments, and also the types 
of loans being made and to whom, he 
stated. 


No Persecution, Says Celler 


Emanuel Celler 


Aware that he has built up a reputa- 
tion in the insurance mind as something 
of an ogre, he declared that he had no 
intentions of persecuting any company 
or the companies as a whole. He said 
it has been a long time since the 
S.E.U.A. decision and public law 15 and 
now that the companies and the states 
have had a chance to put their legisla- 
tive houses in order, he thinks it is time 
ior Congress to see what has happened 
and what has been done to comply with 
the intent of that law. 

The investigation will concentrate 
mostly on life companies, he said, al- 
though his committee will also take a 
look at what has happened to the prop- 
erty and casualty companies. “It is not 
proposed to make a widespread investi- 
gation of the property companies,” he 
asserted, “but we do want to find out 
what water has gone over the dam since 
public law 15 was adopted.” 

Since the anouncement of his inten- 
tion to submit the resolution calling for 
an investigation of the life insurance 
business he said he has had a long queue 
of representatives from all branches of 
the insurance industry approach him. 
He said they included brokers, agents, 
insurance company lawyers, among 
others. 


Will Set Hearing Dates 


As Senator McCarran has been out 
of Washington Mr. Celler said he has 
not had a chance to confer with him 
recently but he intends to speak with 
him as soon as both are in Washington 
again. At that time, he.said, they will 
take further steps to insure passage of 
the resolution. Once that is done a time 
5) 


(CONTINUED ON PAGE 








Statements Show Up Well, 
Though Few Top ’47 Peaks 


LINCOLN NATIONAL 

Lincoln National’s insurance in force 
increased $402,847,005, to a total of 
$3,199,862,744. New business amounted 
to $647,837,436. The gain in assets was 
the greatest ever, amounting to $36,- 
428,325, making a total of $376,356,289. 
A record surplus gain was made of 
$4,462,605 with the total standing at 
$32,662,707, Income for the year was 
$85,841,722. 


MANUFACTURERS LIFE 

New business of Manufacturers Life 
totaled $158 million. While on the sur- 
face this appears to be a 6% decrease 
from 1947 the company points out that 
there has been a change in the basis of 
converting items in non-dollar curren- 
cies and that had the 1948 new business 
in non-dollar currencies had been con- 
verted into Canadian dollars on the same 
basis as in 1947 the 1948 total business 
would have been almost equal to 1947’s. 


Assets rose to $366,800,000. Business 
in force totals $1,143,000,000. Benefit 
payments totaled $20,938,971. The U.S. 


division produced 30% of the company’s 
1948 business and policies on U.S. resi- 
dents now total $291,563,726. 


MASSACHUSETTS MUTUAL 


Massachusetts Mutual’s 1948 benefit 
payments were $62,857,000, a new high. 
Living policyholders received $38,724,- 
000 of this amount. 

New business aggregated 39,500 life 
insurance policies for $256,830,000, as 
against $301,124,000 in 1947, and 2,700 
individual annuity policies providing for 
annual incomes of $1,215,000. Group 
accounted for $29,270,000 of the total. 
Life insurance in force now aggregates 
$2,785,880,000, including group, a gain 
of $154,420,000. Over $13,650,000 has 
been set aside for the payment of divi- 
dends in 1949, an increase of $760,000. 
Last year’s 3% rate continues on pro- 
ceeds and dividend accumulations. 

Assets of $1,234,396,623 showed a gain 
of $80,633,848. The net interest earned 
was 3.17% against 3.13% for 1947. Rail- 
road bonds for $3% million were sold 
or retired and $2 million purchased. New 
investments included industrials: $93,- 
268,000 bonds, $9,977,000 preferred 
stocks. The purchase of public utilities 
raised the total portfolio to $323,475,- 
000. Real estate purchases were $9,359,- 
233, with an average yield of approxi- 
mately. 5%. Mortgages stand at $61,- 
808,000, up $17,521,000. New loans were 
$31,215,000 at an average interest of 
4.04% against 3.79%. 

Contingency funds stood at $68,963,- 
568, consisting of $63,463,568 general 
surplus, $5,500,000 security fluctuation 
fund, and a special mortgage loan re- 
serve of $888,381. The total represents 
an increase of $5,002,775. In addition, 
$890,000 was applied to increase the re- 
serves, for life income payments to 
annuitants and beneficiaries. 


MUTUAL BENEFIT LIFE 


Mutual Benefit Life’s benefit pay- 
ments during 1948 were $69,423,809, a 
new high and an increase of 7% over 
1947. New business totaling $226,231,- 
417, up 9%, brought the insurance in 
force to $2,705,486,094. Premium income 
was $97,322,712, topping 1947’s figure by 
$5,568,815, and investment income was 
$34,525,376, up $1,825,748. Assets in- 
creased $56,115,443 to reach $1,179,550,- 
904, 

Surplus stands at $39,659,581, down 
$5,631,087 but Chairman W. Paul Still- 
man points out that this reduction 
should be read in the light of the $5,- 





‘as against $22,010,695. 


200,000 put into the strengthening of 
reserves on policy proceeds held under 
settlement options and on building up 
a special reserve for any potential ex- 
tra liability under settlement options in 
unmatured policies. 

In 1948 the valuation interest rate 
was reduced from 2.8% to 2.75% on a 
substantial part of the reserves for pro- 
ceeds under options so that no part of 
this reserve now requires earnings above 
2.75% to meet commitments. This re- 
quired $1,200,000. 

Under New Jersey law which author- 
izes a domestic company, with the ap- 
proval of the commissioner, to estab- 
lish, as a part of the policy reserve, a 
special reserve for any potential extra 
liability represented by optional modes 
of settlement in unmatured policies, a 
program for the accumulation of such a 
reserve on older policies was started 
in 1946 and continued in 1947. In 1948 
the company allocated to this liability 
item approximately $4 million. A simi- 
lar course will no doubt be taken by 
the company from time to time in the 


future, Mr. Stillman said. 
MUTUAL LIFE | 
Mutual Life had 1948 net gain of 


529,063,300 before dividends as against 
$2 9,762,000 in 1947. The 1948 net in- 
cludes $4,621,900 of net capital gains as 
against $7,609,100. Surplus increased by 
$12,836,600, to reach $145,579,300, or 
8.2% ofsliabilities. In addition to sur- 
plus, the company holds special reserves 
of $30,522,900, of which $25,650,000 is to 
strengthen reserves and $4,872,900 
against fluctuations in the value of se- 
curities holdings. There was a better 
mortality experience and a small de- 
crease in operating expenses. In spite 
of the somewhat higher yield on invest- 
ments, net income from investments 
was only $229,000 more than enough to 
meet interest requirements. New mort- 


gage investments totaled $125,372,000, 
bringing mortgage holdings to $323,- 
390,700. 


Mutual increased its loans to indus- 
trial and utility companies by $152,191,- 
400, a substantial number being nego- 
tiated directly with the borrower. 

Principal changes in investment hold- 
ings during 1948 were an increase of 
$90,796,800 in mortgages; an increase of 
$87,498,000 in industrial bonds; an in- 
crease of $64,693,400 in public utility 
bonds; an increase of $21,933,100 m 
state, county and municipal bonds; a 
decrease of $166,461,800 in U. S. govern- 
ment bonds; a decrease of $32,935,200 in 

. S. Treasury bills; a decrease of 
$2,696,600 in industrial and public util- 
ity preferred stocks, and a decrease of 
$6,234,900 in Canadian government 
bonds. Assets increased $72,419,800 to 
reach $1,997,142,200., 

Benefit payments totaled $115,529,000 
and insurance in force showed a gain of 
$107,297,800, aggregating $4,221,160,100. 
New business in 1948 was $284,200,000, 
12% less than in 1947. 


NATIONAL GUARDIAN 

National Guardian Life’s insurance in 
force at Dec. 31 was $103,981,568, up 
$13,772,633. Assets totaled $24,106,774 
Mortgage loans 
aggregating $5,496,438 were made in 
1948 bringing the mortgage account to 
$3,984,099. Mortality was favorable. 


NATIONAL L. & A. 

National Life & Accident closed 1948 
with $2,045,684,000 in force and is said 
to be the first company to build more 

(CONTINUED ON PAGE 20) * 


Bargaining Role 
for NALU Opposed 
by Agents’ Leaders 


N. Y. Proposals Find No 
Encouragement from Top 
Men in Producers Ranks 


In spite of talk at the recent New 
York City association's compensation 
forum in favor of having the National 
Assn. of Life Underwriters act as a col- 
lective bargaining agent for producers, 
there is no sign of any deviation by 
N.A.L.U. from its previous definite stand 
against acting in such a capacity. 

In view of comments at the New York 
forum THE NATIONAL UNDERWRITER 
asked several N.A.L.U. leaders, particu- 
larly personal producers, for their views. 

The position of N.A.L.U. traditionally 
and consistently has been that it is not 
a collective bargaining agency,~ said 
Clifford H. Orr, general agent of Na- 
tional Life of Vermont at Philadelphia 
and president of N.A.L.U. He pointed 
out that in many of the talks he has 
made sincé assuming the presidency of 
N.A.L.U. he has reiterated this’ posi- 
tion. 

H. Cochran Fisher, Aetna Life, Wash- 
ington, N.A.L.U. trustee and compensa- 
tion committee chairman, said: 

“The N.A.L.U. is not a bargaining 
agency. Its job is to study principles of 
compensation and make its findings 
available to agents and companies. 

“Tt is possible that agents, through 
company associations, may use this ma- 
terial to improve their compensation 
status. 

“It is also possible that companies 
may use this material to improve agents’ 
status. 

“When this material is published it 
becomes public property of companies 
and agents, so that competition among 
companies for good agents will force 
companies into giving a better deal to 
agents.” 


Views of John P. Costello 


John P. Costello, Southwestern Life, 
Dallas, chairman of the N.A.L.U. agents’ 
committee and a former trustee said: 

“T am not as yet convinced that 
N.A.L.U. should act as a bargaining 
agency for agents. It is my belief that 
N.A.L.U. in its present set-up is not in 
a position to force action on the part 
of any company but I can see no reason 
why a little salesmanship could not be 
applied to advantage in the form of dis- 
tributing data based on facts designed as 
an aid to company management in bet- 
ter understanding the agents’ side of the 
ne problem. 

“Tf N.A.L.U. as an organization could 
persuade the companies to give the 
proper study to this compensation prob- 
lem I believe it would be one of our 
best hedges against the control of our 
association passing into the hands of 
those believing unionization is the an- 
swer.” 

The idea of having N.A.L.U. act as 
collective bargaining representative on 
compensation for life agents is im- 
practicable and wholly undesirable, ac- 
cording to H. Kennedy Nickell, Con- 
necticut General, Chicago. 

THE NATIONAL UNDERWRITER asked 
Mr. Nickell’s opinion on this point be- 

(CONTINUED ON PAGE 20) 
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Covering Doctors’ Calls Is Experiment 
on which Insurers Aren’t Losing Money 





Medical care insurance for individuals 
or family groups providing specified 
amounts for doctors’ calls, while still 
more or less on an experimental ‘basis, 
is one of the few experiments that has 
not cost the insurers any money. The 
great variation in rates and coverages 
seems to make little difference in the 
experience. There is a popular demand 
for it and there are great possibilities 
in it for both the company and the 
agent. Because it is the most subject 
of any line of insurance to federal en- 
croachment, it may be necessary to force 
its development beyond the process of 
natural evolution, 

Those were some of the highlights 
at the medical insurance session of the 
midwinter meeting of H. & A. Under- 
writers Conference at Chicago, in 
charge of W. deV. Washburn, Ameri- 
can Health, chairman of the medical 
insurance committee. Mr. Washburn 
warned, however, that the business must 
be underwritten on a sound basis. The 
public service angle is important, but 
an insurance company from its very 
nature has to proceed with a certain 
degree of caution. 


Conditions Now Favorable for It 


Conditions at the present time are 
especially favorable for pushing this 
line. One of the most important factors 
is the wholehearted support now being 
given by the doctors. Mr. Washburn 
said that a year or so ago he was rather 
dubious about their attitude and thought 
that some of them at least were giving 
only lip service to the idea of coopera- 
tion, They had been fumbling around 
with their own plans and possible sup- 
port of Blue Cross-Blue Shield propo- 
sals, but sentiment now has veered back. 
In view of this, it is time to act now and 
have something definite to offer. 


Expense of Small Claims 


About the only serious objection 
raised by any company which has been 
writing this business is the expense of 
handling the numerous small claims. 
Mr. Washburn contended that this is 
offset by the fact that it gives insured 
more opportunity to see insurance in ac- 
tion. The more claim checks there are 
sent out, the better it is for the business. 
In addition, information often is ob- 
tained from these claims which will help 
in long range underwriting, especially 
where the coverage is written as a rider 
to a regular accident and health policy. 
They may reveal preexisting impair- 
ments that were not shown in the appli- 
cation, 


Speakers Committee Asks Aid 


Don Compton of Combined, who is 
chairman of the speakers committee of 
National Assn. of A. & H. Underwrit- 
ers, spoke briefly on the work of that 
committee in lining up speakers to re- 
fute the arguments of compulsory insur- 
ance advocates. He made a plea for a 
united front on the part of all accident 
and health organizations, both company 
and field and asked for the aid of the 
companies, both in furnishing speakers 
and ideas for talks to particular types of 
groups. 

Christopher F. Lee, Columbian Na- 
tional Life, chairman of the conference 
educational committee, reviewed the 
work of the Conference Institute. He 
urged that more companies encourage 
their employes to take the Institute 
course, pointing out the desirability of 
giving the younger men more knowl- 
edge of the business, to increase their 
interest in it and also to prepare them 
for positions of greater responsibility. 

John P. Hanna, executive director and 
attorney, who becomes associate man- 
aging director April 1, closed the ses- 
sion with a review of insurance depart- 
ment matters. He said the best solu- 
tion to their mutual problems always 
will be reached when insurance depart- 
ments and industry representatives sit 
down and informally “talk it over.” 


Many seemingly good regulations have 
far-reaching effects never intended by 
their sponsors, 

The conference is equipped to discuss 
problems and supply information not 
only to its member companies, but also 
to insurance departments. 





Non-Wage Factors Vital in 
Job Satisfaction: Johnson 


Job satisfaction and productivity are 
determined as much by things that are 
not in the pay envelope as by actual 
wages and salaries, Holgar J. Johnson, 
president of the Institute of Life In- 
surance, told the special conference on 
wages and salaries held by the Na- 
tional Industrial Conference Board in 
New York City. He mentioned that 
in one conference board study where 
job security and wages were the top- 
rating factors sought by workers, ex- 
tension of the study to cover the five 
most important factors brought to the 
fore, very near job security itself such 
factors as physical working conditions, 
temperament and personality of super- 
visors, employe recognition, company 
reputation, product, community service, 
vacation and holiday privileges and a 
long list of other natural human rela- 
tionships and reactions. 

However, there is a possibility of 
overemphasizing job-security, if at the 
same time there is a loss of individual- 
ity, job opportunity and other factors, 
he said. Management must strike a bal- 
ance, giving the right emphasis to job 
security, compensation and human re- 
lations. 


The Peyser agency of Manhattan Life 
on Feb. 15 will move to 140 West 57th 
street, New York. - 
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One of the most successful ways of overcoming objections in 
a sales interview is to use some variation of the “yes, but” 


When a prospect offers an objection you can argue with him, 
and lose the sale; you can agree with him and go no further 
than that, and lose the sale; but, you can “yes, but” him and 


The ‘yes, but” approach to objections may go like this: 
“That’s certainly true, Mr. Prospect; on the other hand, 
or “You're quite right, but many men believe ..... 
or “I agree with you completely, Mr. Prospect; yet, when we 


Regardless what form of the “yes, but” approach we use, we 
can often turn an objection into a selling point with it. 


Insurance in Force — December 31, 1948 — $395,053,146 


CUMMUNWEALTH 


INSURANCE 


List Forum Leaders for 
LAA Eastern Round Table 


“The LAAdmen’s Part in Recruiting, 
Prospecting and Selling” will be the 
subject of round table discussions to be 
featured at the annual Eastern Round 
Table of Life Insurance Advertisers 
Assn. at Hotel Roosevelt, New York 
City, March 17-18. 

Chairmen and co-chairmen, respec- 
tively, of the three round table discus- 
sions are: “Recruiting,” John Brundage, 
director of sales service for Mutual 
Benefit, and Kenneth L. Brooks, assist- 
ant director of sales promotion and field 
training Prudential; “Prospecting,” Roy- 
den C. Berger, director of advertising 
Connecticut Mutual, and J. H. Warner, 
advertising manager Aetna; and “Sell- 
ing,’ Norman L. Klages, advertising 
manager Reliance Life, and Burt M. 
Langhenry, assistant vice-president 
Acacia. 

Among tools to be discused in the re- 
cruiting session are ‘manuals, book- 
lets, direct mail to centers of influence, 
newspaper advertising, films, direct con- 
tact of schools and colleges, and adver- 
tising in alumni magazines. The round 
table on prospecting will cover direct 
mail folders, booklets, newspaper, maga- 
zine and radio advertising, health lit- 
erature, local advertising, employe and 
sales magazines, and prestige building 
devices. Visual sales aids, program- 
ming materials, syndicated material, 
proposal forms and conservation ma- 
terial will be discussed at the round 
table devoted to selling. 


Liberalizes Term Rules 


Prudential has liberalized rules for 
issuing decreasing term riders so that, 
effective immediately, maximum amount 
is increased to four times face amount 
of insurante under basic policy. This 
affords additional flexibility in program- 
ming to fill temporary needs with low 


cost coverage. 
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Mass. Blue Cross 
Placed Under 
Department Control 


New rules providing, in substance, 
that Massachusetts Blue Cross main. 
tain a surplus of $ 1 million, set up 
claim, epidemic and maternity reserves 
and limit operating expense to 10% of 
premium income have been promulgated 
by Commissioner Harrington of Massa- 
chusetts. 

Mr. Harrington’s orders are accom- 
panied by an opinion to the effect that 
the state law requires the commissioner 
to be responsible for the supervision of 
all such non-profit hospitalization or- 
ganizations as to “sound and solvent 
operation” and, therefore, the commis- 
sioner has authority over rates and 
amounts of benefits. The law provides 
that relations between the Blue Cross 
and hospitals, especially charges made to 
hospitals, are entirely within the proy- 
nee of the commissioner of public wel- 
are. 

The new rules give ‘Mr. Harrington 
the authority he asked for at hearings 
last year, when he said he must have 
full authority or none at all over Blue 
Cross. At that time Massachusetts 
Blue Cross was straightening out its 
affairs after a disastrous financial year, 


Loss Reserves on Case Basis 


Specifically, the new orders provide 
that Blue Cross set up loss reserves on 
a case basis under a method subject to 
approval of the commissioner. The 
adequacy of reserves will be verified 
semi-annually by department exami- 
ners. Provision must be made for a 
special contingent reserve. Beginning 
Dec. 31, 1948, this reserve is to be equal 
to one-half of surplus the same date a 
year ago, plus 3% of 1948 net premi- 
ums, plus 5% of premiums written in 
each subsequent year “unti] such time 
as the reserve accumulated at the end 
of any year equals 40% of the annual 
losses incurred in the three years im- 
mediately preceding.” 

The rules also provide for a reserve 
for deferred maternity benefits. Fol- 
lowing a formula to be approved by the 
commissioner, this shall be calculated 
on a basis which takes into account 
liability for maternity benefits to be 
rendered in the 10 months following 
the date of calculation. 

Epidemic Reserve 

A reserve for epidemics will be pro- 
vided for by settng aside, beginning 
Dec. 31, 1948, 3% of premiums written 
in 1948 plus 3% of premiums in the 
ensuing years until the total at the end 
of any year equals 15% of the premi- 
ums written during that year. 

The rule on maintenance of a sur- 
plus sets the minimum figure at $1 
million as of Dec. 31, 1948, to which 
shall be added each year 2% of premi- 
ums written until surplus equals at the 
end of any year 1/12th of premiums 
written during that year. When sur- 
plus is above minimum, it may be used 
to increase benefits or reduce rates, 
subject to the commissioner’s approval, 
but may not be used for such purposes 
if the commissioner of public welfare 
has authorized increases in payments 
to hospitals which would equal the 
amount of additional surplus. 

All contracts with hospitals must be 
approved by the commissioner of pub- 
lic welfare and certified copies filed 
with the insurance department. 

It is further provided that in the 
absence of segregated acquisition costs, 
the commissioner will approve a total 
expense allowance of not more than 
10% of income. 

The new rules also require Blue 
Cross to file monthly financial reports 
with the commissioner. 





Written examinations for all appli- 
cants for licenses as agents, solicitors, 


and brokers would be mandatory under 


a bill which has passed the lower cham- 
ber of the Indiana general assembly. 
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Gruendel Tells What 
Producers Expect of 
Group Insurers 


George H. Gruendel, independent em- 
ploye benefit consultant and producer, 
acquainted the group supervisors of 
the Chicago Assn. of Life Underwriters 
with the kind of treatment personal 
producers are coming to demand of the 
representatives and companies with 
which they place their employe benefit 
business. 

The speaker stated that paramount 
to the producer is the speed with which 
the local group representative can give 
him decisions and draw up proposals. 
The representatives of those group 
writing companies who are required to 
get in touch with their home offices on 
each small matter and keep producers 
waiting when hours count, often lose 
business by these delays. Mr. Gruendel 
told of nine cases in which group writ- 
ing companies lost out because a lo- 
cal manager had to go through tor- 
tuous home office channels. In one 
of these cases the prospect-employer 
was irked by the delay, in the rest the 
broker grew impatient. In three of 
these cases, important producers aban- 
doned their primary group companies 
just on the strength of this slow per- 
formance. 


Wants Group Man’s Confidence 


Mr. Gruendel emphasized that the 
producer resents it when the group 
man does not take him into his con- 
fidence on matters of rate negotiation. 
Where the insurer will offer an initial 
rate, intending to lower it where com- 
petition makes it necessary, the pro- 
ducer wants to know this in advance or 
he will place little faith in the company. 
He termed it the job of the group 
man to train the produce: to handle 
information of this sort rather than to 
keep him in the dark. 

The speaker ‘indicated that produc- 
ers want to do business with insurance 
companies which will give them an ade- 
quate picture of their claims retentions 
during the year, as a matter of good 
faith between the producer and_ his 
company. Secretiveness about reten- 
tions doesn’t hide much, but only cre- 
ates ill will. The larger offices of em- 
ploye benefit specialists keep a file on 
comparative retentions of the group 
companies and know which ones fol- 
low a sensible course, he declared. 


Attitude on Commissions 


Producers are particularly emphatic 
in demanding that the group insurer 
send them copies of all communications 
to insured. They want these companies 
to clear everything with them in ad- 
vance unless they specify that the com- 
pany should proceed independently 
where speed is needed, as in the case 
of claims. 

Mr. Gruendel brought out that in 
surveys by two life companies the 
majority of agents indicated an interest 
in higher renewal commissions on group 
insurance and a lower first year com- 
mission, The producers’ generally 
have a lot of service work to do on 
gfoup insurance in force and the serv- 
te phase often outweighs the initial 
work in placing the case. 

Mr. Gruendel said that the agents 
surveyed and many other producers 
feel that revision of the traditional 
group sales methods is in order. They 
feel that each large agency should have 
a group specialist attached to it, re- 
sponsible to the general agent or man- 
ager. This specialist would work on 
something like a 50-50 basis with the 
agents and brokers in tracking down 
and closing group insurance cases. This 
agency group supervisor would have 
a function similar to that of the gen- 
agent or his other assistants. Part of 
his duties would involve training each 
man in the agency in the techniques 
of group insurance sales, prospecting 
and technical knowledge. 
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Some Insurers Will Match 
Blue Cross Under Pressure 


Several of the group insurers are will- 
ing, in competitive situations, to offer 
hospitalization plans which match or 
better anything offered by Blue Cross 
from the standpoint of both coverage 
and rate. In one case in northern IIli- 
nois, for example, two insurers offered 
not only to match Blue Cross, but to 
experience rate the risks. 

This flexibility in underwriting, and 
the pioneering attitude adopted by some 
of the group companies, plus the hos- 
pital admissions plan, leave insurers 
pork 4 clear sailing in the hospitalization 
eld. 

But the group insurance men are not 
always anxious to knock out a Blue 
Cross plan and substitute company cov- 
erage. Blue Cross groups are often 
very small and are so loosely under- 
written by company standards that they 
are not desirable. The majority of Blue 
Cross plans are employe-pay-all, sur- 
vivals of an era that is now past. The 
employer is not inclined to take on part 
of the cost where the insured are fairly 
well satsfied with the service and the 
group man is frequently content to 
write the other coverages and let hos- 
pitalization stay as it is. 


Underwriters View Films 


The Chicago Home Office Life Un- 
derwriters Assn. at its monthly meet- 
ing viewed a color film depicting devel- 
opment of rayon in the early stages dat- 
ing back more than 200 years ago and 
its various present uses. A second film 
which was shown dealt with modern 
abrasive products, showing manufacture 
of abrasive wheels and grinders. This 
gave the underwriters a better under- 
standing of occupational hazards in that 
industry. 

Two members were appointed on the 
publicity committee, Donald Thomas, 
Continental Assurance, and Joseph 
Hackett, Central Life. 








President W. E. Bixby (left) of Kansas 
City Life is shown presenting the com- 
pany’s agency building award to General 
Agent J. T. Allen (center) of Denver and 
T. M. Wilson, also of the Denver agency. 
The presentation was made at a Denver 
luncheon attended by Colorado business 
men and company officials and agents. 





Inspection Consolidation 

BOSTON—Edmund V. Lane, W. 
Kenneth Hallett and the inspection 
staff of E. V. Lane Reports have be- 
come affiliated with Underwriters Re- 
ports. Messrs. Lane and Hallett have 
been in the insurance inspection field 
for over 25 years and have been ap- 
pointed sales representatives for Massa- 
chusetts, Rhode Island, Connecticut and 
New Hampshire. 





Get B. C. Relief in Philadelphia 


Checks ranging in amounts up to 
more than $24,000 have been mailed to 
68 member hospitals by Associated 
Hospital Service of Philadelphia (Blue 
Cross) in the distribution of the second 
inflation relief payments for 1948 of 
nearly $500,000. This amount is in addi- 
tion to about $10 million in which Blue 
Cross paid the hospitals under contract 
schedule last year and a previous infla- 
tion relief payment of approximately 
$500,000. 
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Earning While Learning 


Norman W. Rowley, Director of Training in the 
Penn Mutual’s Joseph H. Reese Agency, Philadelphia: 


“In the first year your income comes entirely from 
new sales. In most professions it is necessary to spend 
a number of years in preparation during which time 
there is not only an absence of income but a consider- 
able outgo for the cost of training. But in life insurance 
from the very first sale the agent receives compensation 
and there need not be any extended period without 
earnings. While the underwriter’s earnings in the train- 
ing period naturally are not likely to be high, he has 
the definite advantage of earning while learning. 


“The necessity for education and additional knowl- 
edge does not terminate when the new agent completes 
his initial two-week training course. 
through all stages of development and all ages. It is 
not only an immediate requirement, it is a long-pull 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


It is constant 




















Inter-Assn. Rivalry 
Marks NQA Drive 


Competition between state and local 
underwriters’ associations to qualify a 
higher percentage of their membership 
for the national quality award is evi- 
dent in many areas. Companies have de- 
voted more space than ever before in 
field house organs to outline NQA re- 
quirements, In addition, the American 
Society of C.L.U. and the Million Dol- 
lar Round Table have urged their 
members, by bulletin, to complete and 
file applications. 

Feb. 28 is the closing date for the 
United States. 

A goal of 10,000 qualifiers has been 
set in the United States by NQA’s 
sponsors, L.I.A.M.A. and the National 
Assn. of Life Underwriters. 

The new five-year award being in- 
augurated this year is receiving special 
interest and attention. This five-year 
certificate will be presented to all the 
original 1945 winners who have since 
qualified in each of the ensuing years, 
including 1949. 


Honor Columbus Leaders 


There were 174, including life insur- 
ance leaders and their wives and general 
agents and their wives, at the leaders 
banquet at Columbus, O. Dr. Dwayne 
Orton, director of education for Inter- 
national Business ‘Machines, New York, 
delivered the address. Robert P. Stie- 
glitz, New York Life, president General 
Agents & Managers Assn., was in 
charge. The plaques were presented by 
Ralph W. Hoyer, John Hancock, and C. 
Harry Emanuelson, Massachusetts Mu- 
tual, was chairman of the committee in 
charge. 





Discriminatory Tax Bill 


A bill has been introduced in the 
Iowa senate to reduce the insurance pre- 
mium tax on domestic companies from 
2 to 1%. In 1947 the 2% rate was 
established for all companies. 

The senate insurance committee 
brought. out a bill to extend group in- 
surance laws to include associations of 
students, teachers and officials of the 
associations. The senate also passed a 
bill permitting examination of com- 
panies every three years instead of two 
years. 


Guarantee Mutual Council 


Chairman of the 1949 general agents 
council of Guarantee Mutual is C. A. 
Story of Sidney, Neb. Vice-chairman 
is E. J. Knutson, Portland, Ore.; secre- 
tary is Bernard J. Majors, Margo, N. D. 
Members include R. C. Cheatham, Jr., 
San Antonio; W. M. Liscom, Los An- 
geles; L. W. Robertson, Oskaloosa, Ia.; 
and L. A. Linman, Galesburg, III. 





Continental’s TDB Record 


The Continental companies report 
they have written one-third of all group 
plans privately insured under the New 
Jersey TDB law. Continental Casualty 
has written more than 1,800 group poli- 
cies in New Jersey and Continental As- 
surance has put through 1,200. The 
companies have more than 1,000 cases 
pending which will become effective on 
April 1. 


Opposes Nationalized Insurance 


Two articles by Mrs. Elinore More- 
house Herrick in the New York “Her- 
ald Tribune” last week stressed that 
public sanitation, more hospitals, and 
trained health personnel are more im- 
portant to national health than a com- 
pulsory national insurance system. The 
articles. also discussed state disability 
plans. 








Malcolm White, Pacific Mutual gen- 
eral agent at Oklahoma City, has been 
added to the program for the Kansas 
A. & H. sales congress at Wichita Feb. 
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U. §. Chamber 
Insurance Group 
Tackles Big Issues 


Matthai and Kirkpatrick 
Treat Fundamental 
Problems of lst Importance 


NEW YORK — Joseph F. Matthai, 
vice-president of United States Fidelity 
& Guaranty, in reporting as chairman 
at the meeting here Wednesday of the 
insurance committee of U. S. Chamber 
of Commerce, expressed the belief that if 
a Congressional investigation is launched 
as proposed in the concurrent resolution 
of Senator McCarran and Rep. Celler, 
fire and casualty insurance will have a 
decided interest as well as life insurance. 
Although the resolution itself is limited 
to the life insurance business, the state- 
ment issued by McCarran & Celler said 
“that it will undoubtedly be necessary 
to consider not only the impact of the 
federal anti-trust laws upon the life in- 
surance industry, but also the question 
of the suitability and desirability of pub- 
lic law 15 with respect to its application 
to the life insurance business, and the 
further question of whether public law 
15 requires any modification or amend- 
ment.” Thus, he observed, it seems 
quite likely that any modification of pub- 
lic law 15 would affect the fire and cas- 
ualty business as well as life insurance, 
and all hands have a direct interest in 
the investigation. 4 

He said that the title of Eric John- 


ston’s recent book “We're All in It” 
has applicability to insurance. The 
S.E.U.A. decision applies equally to 
every branch of the business. It is im- 
possible for any one element of the in- 
dustry to insulate itself. It is essential 
for all branches to work together and 
for the top executives in each branch to 
have some: knowledge of the problems 
of the other branches. He pointed out 
that the U. S. Chamber insurance com- 
mittee is the only vehicle of its kind 
that embraces all branches of insurance. 
This committee undertakes to look at 
the business as a whole and not just a 
particular branch, because “we are all 
in it together.” 


Kirkpatrick Gives Message 


A. L. Kirkpatrick, manager of the 
U. S. Chamber insurance department, 
made a stirring address in which he 
undertook to appraise the Washington 
atmosphere. He expressed the be- 
lief that a fundamental change is in 
process of coming about world-wide, 
perhaps consisting of a renascence from 
an excessive growth of materialism to 
a spiritual rebirth. In order to be able 
to withstand successfully any attacks 
the individual and business must be 
sure today that their objectives and their 
methods of conduct are actually based 
on the Christian principles which they 
profess. 

In Washington this world-wide move- 
ment consists of pressure groups seek- 
ing some special advantage and a gen- 
eral questioning attack upon every suc- 
cessful institution or activity. The whole 
philosophy of industrial management 1s 
being challenged by labor unions de- 
manding that they be given a larger 
voice in management. Taxes are being 
used as a means of social reforms as 
well as a source of revenue and the 
amount of business profits is being seri- 
ously challenged. In this stirring up 
the insurance business also is being 
called upon to answer for and defend its 
conduct. 

The McCarran-Celler investigation, he 
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Chiff McMillen 
Concept: 


"That all sunshine makes a desert." And, 
"Into each life some rain must fall." But men 
and women in the life insurance business who 
believe in themselves, and in a Power greater 
than themselves, will find lasting satisfaction 
and profit in selling life insurance on a career 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 


No. 5 of a series—No. 4 appeared last week. 




















vouchsafed, is a part of the general 
stirring-up. The life insurance business 
is very large and a fundamental part of 
life. It is being called upon to answer 
for its stewardship. It gave a splendid 
answer in 1939 to the TNEC and will 
give an equally good accounting this 
time, he said. 

This questioning will involve the ex- 
emption which Congress gave the in- 
surance business from the federal anti- 
trust laws in exchange for effective state 
regulation. This phase of the inquiry 
will be of great interest to the other 
branches of insurance. If any change 
should be made in the basic philosophy 
of PL 15 it would probably affect all 
branches of the business. 


Medical Care “Insurance” 


On the subject of medical care insur- 
ance, Mr. Kirkpatrick emphasized that 
the word “insurance” is really a mis- 
nomer as it is used by the advocates of 
a system of socialized medicine. What 
is proposed is actually a special tax in 
return for which the federal government 
would provide the funds with which to 
pay the doctor and hospital bills of 
everyone who complied ‘with its regula- 
tions. Many believe that no bill of the 
Wagner-Murray-Dingell type will pass 
this session of Congress. However, the 
opponents are scattered and unorganized 
and have not been effective in their at- 
tempts to meet the arguments advanced 
by the proponents. There has “been a 
more studious and methodical approach 
to ‘the subject made in recent months, 
than the earlier somewhat hysterical ef- 
forts made by some agencies. For ex- 
ample, the argument based on the selec- 
tive service rejections was used by two 
Presidents and every proponent of the 
compulsory program. Last year a study 
was made that shows effectively that 
this argument was wholly fallacious if 
not actually dishonest and the argu- 
ment has practically been eliminated 
from use. 

Mr. Kirkpatrick expressed the belief 
that a similar job can be done in each 
of the other arguments which are being 
used by the advocates of socialized med- 
icine. A systematic analysis of the argu- 
ments and careful preparation of the 
answers can be publicized so effectively 
at all levels of thought that those argu- 
ments, too, can be exposed as fallacious 
and can be refuted and eliminated. 


Hoover Recommendations 


The U. S. Chamber insurance depart- 
ment has studied carefully the report of 
the Hoover commission dealing with 
National Service Life Insurance and 
other activities of veterans administra- 
tion. It seems probable that the cham- 
ber will support the Hoover recom- 
mendations in their entirety in the hope 
that it may be put into effect even 
though there may be some parts which 
are not desired. 

Mr. Kirkpatrick referred to the fact 
that the civilian committee of four 
headed by Charles R, Hook has com- 
pleted its report on the pay structure of 
the armed forces including pensions and 
death benefits. Legislation based on 
this report is being framed. It is sup- 
posed to take the government out of the 
life insurance business through termina- 
tion of NSLI as to future entrants. It 
would substitute $10,000 of free life in- 
surance benefits while the man is in the 
service Or on a retirement or disability 
pension. The report is directly in line 
with the chamber policy against govern- 
ment competition with private business 
and will be supported by the chamber. 
It will be presented as an administration 
measure and appears to have an excel- 
lent chance of passing. 


Social Events Planned 


During the U. S. Chamber annual 
meeting at Washington May 2-5, there 
will be a special insurance luncheon 
May 4 and that afternoon National 
Board of Fire Underwriters, Assn. of 
Casualty & Surety Companies and 
American Mutual Alliance will be hosts 
to an invited list of guésts at a reception 
at the Statler. 

The insurance department has filed a 
memorandum with the special commit- 


———— 


tee of National Assn. of Insurance Com. 
missioners that is studying the questiog 
of a proper underwriting profit formula 
for fire insurance. The chamber is sup, 
porting the proposed tax revision on 
annuities and pension benefits in ac 


cordance with the plan outlined by the]; 


life insurance companies. 


Miss Hutchison Named 





L.LA.M.A. Research Associate |: 


Miss Grace P. Hutchison, head of 


the reference department of L.I.A.M.A_]' 


since 1926, has been appointed research 
associate. She will be in charge of re. 
search in company practices. She has 
been with L.I.A.M.A. since 1925 and 
was in Travelers actuarial department 
five years. 





Extend Organization Time 
A bill has been introduced in the 
Connecticut legislature extending to 
June 24, 1951, the time in which Con- 
necticut General Casualty may organize, 





Rogers Resigns in Minn. 

Donald Rogers has resigned as deputy 
commissioner of Minnesota to become 
an assistant attorney general. It is un- 
derstood he will handle insurance. mat- 
ters in his new post. 





Unity Mutual Promotes Five 


Unity Mutual Life & Accident has 
made five field promotions. Edward J. 
Grady has been named home office in- 
spector. He has been assistant man- 
ager at Santa Ana. Bernard Field has 
been named assistant manager at San 
Francisco. Morton D. Freed has been 
appointed assistant manager at Santa 
Ana. Oscar H. Carlos has been named 
assistant manager at the Los Angeles 
No. 2 district, and Eugene Powers has 
been appointed assistant manager at 
Alhambra. 





Hanna to Speak at Newark 


New Jersey A. & H. Assn. will hold 
a dinner-meeting at Newark Feb 17, 
preceded by a cocktail party. 

The speaker will be John P. Hanna, 
recently named associate managing di- 
rector of H. & A. Underwriters Con- 
ference. 


J. E. Johann Retires 


J. E. Johann, for many years general 
agent of North American Accident at 
Milwaukee, has retired. George E. Ohan 
has been appointed acting manager. Mr. 
Ohan has been with the company 12 
years in the home office and at Rock- 
ford, Ill. Most recently he ‘has been 
assistant manager of the franchise de- 
partment at the home office. 


Neb. Service Bill 


A substituted service of process bill 
on the all-industry model has been in- 
troduced in the Nebraska legislature. 











Scott to Speak in Chicago 

Martin Scott, president of American 
Society of C. L. U., will address a 
luncheon meeting of the Chicago chap- 
ter March 7 in the La Salle hotel. This 
will be a joint meeting of the Peoria 
and Milwaukee chapters. Mr. Scott is 
president of Scott & Co., Los Angeles 
brokers and actuaries. He is to discuss 
the opportunities and responsibilities of 
life agents and their place in community 
and nation. Paul A. Hazard, New Eng- 
land Mutual, is program chairman, and 
Loyd W. Uebele, Northwestern Mutual, 
president, will preside. 





Fort Worth Life Managers & Gen- 
eral Agents Club heard a discussion of 
methods of motivation and helping men 
to keep going by Rayburn Carrell 
California Western States, Tom Moody 
of Connecticut Mutual, and Joe Win- 
ters of Metropolitan. 
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Investigation to Be Objective, Factual 


(CONTINUED FROM PAGE 1) 





i eee 
jor the first hearing will be set. Hear- 
ings will probably be started shortly 
after the bill passes and will take place 
in Washington and perhaps New York. 
Regarding the statement of Senator 
Mahoney, chairman of the New York 
state joint legislative committee, that 
sufficient control can be exercised at the 
state level, Congressman Celler said: 
“Isn’t it true that the assets of the com- 
panies spill over the boundaries of New 
York state? In fact,” he said, “a loan 
was recently made to a Dutch Shell Oil 
company, and that indicates that they 
even go beyond the borders of the coun- 
” 


Vie doesn’t mind the attacks made 
upon him since the announcement of the 
resolution, he said. “They just roll off 
me like water from a duck’s back.” 

The Congressman was in a jocular 
mood and asked if he looked as though 
he were full of “animosity.” He has no 
“burn” on for the life insurance business 








and he carries a sizable amount of life 
insurance himself, he said. 

In private life Mr. Celler is a member 
of the New York law firm of Weisman, 
Celler, Quinn, Allan & Sprett. Elmer 
F. Quinn, a member of the firm, is the 
leader of the Democratic party in the 
New York state senate. 

Mr. Celler graduated from Columbia 
in 1910 and Columbia law school in 1912. 
He has been in Congress since 1923 and 
is ranking majority member on the 
House judiciary committee. He lives 
in Brooklyn. 


MAY HAVE ROUGH ROAD 


WASHINGTON—Some life industry 
representatives believe the McCarran- 
Celler resolution will have a rough road 
in Congress. Considerable delay in ac- 
tion On it is seen. 

Life insurance comes in for attention 
in a report submitted to the Senate in 
behalf of Senator Wherry, former chair- 
man of the Senate small business com- 
mittee. 

“On top of ... continuing concentra- 
tion of control (by investment banking 
houses) over the financial interests and 
the productive capacities of this coun- 
try,” says the Wherry report, “we are 
also confronted with the phenomenal 
cago of gigantic financial power in the 
ve largest legal reserve life insurance 
companies owning total assets of ap- 
proximately $15 billion concentrated in 
New York City, in their home offices. 

“This financial power has been recog- 
nized by the Supreme Court,” the report 
continues quoting from the S.E.U.A. 
opinion, “yet little if anything has been 
done to deal with this new concentra- 
tion of financial power that adds an- 
other giant to the field of concentra- 
tion.” 


Got “Lots of Letters” 


Celler’s proposal for an investigation 
he says, follows receipt of a “lot of let- 
ters” from policyholders and others, in- 
cluding people interested in banks, in- 
dicating an interest in the methods of 
life companies in lending money, he told 
THE NATIONAL UNDERWRITER cOrrespon- 
dent at Washington. : 

“If the New York legislature is curi- 
ous about what goes. on in life insur- 
ance, why should not Congress be curi- 
ous?” Mr. Celler inquired rhetorically. 

Asked if he is opposed to bigness in 
usiness generally, he replied: 

_ “No. Bigness in business, in and of 
itself, is not necessarily dangerous. It 
is not a question of bigness, or a matter 
of evil or non-evil activities of the life 
companies, It is a matter of finding out 
what is inside this business. 

“Life companies presently have $50 
to $60 billion of assets, These assets 
exceed in value those of a number of 
States. How are the life company assets 
being used? They may be used in such 
a way as to benefit the economy and the 
policyholders. Fine! But let’s find *out.” 

Celler said that, in addition to the 
above suggested reason for the investi- 
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gation, “Congress is in duty bound to 
find out what has happened since :pas- 
sage of PL 15. Congress gave the in- 
surance industry a moratorium from 
the anti-trust laws, in order to allow 
them time to get their affairs in order. 
Have they done so, since being ab- 
solved from the anti-trust laws?” 

Some observers believe Celler thought 
he saw an opportunity to put the big 
life industry on the pan and get publi- 
city of value in his business and politi- 
cal activities. His position as chairman 
of the House judiciary committee bids 
fair to enable him to do so. 

As ranking Democratic member of 
that committee when Congress was con- 
sidering the situation related to the 
S.E.U.A. case, observers regarded Cel- 
ler’s course as somewhat aggressive. 
He opposed wholesale anti-trust exemp- 
tion for the industry. Some of his 
remarks in the record of those proceed- 
ings were interpreted as favorable to 
federal regulation of the industry. 

His attitude is still so interpreted by 
some observers, in view of his reported 
remark that if the present CGongress 
were called upon to do so, it would not 
pass such legislation as PL 15. 

However, when asked if he favors fed- 
eral regulation of insurance, he replied: 

“T am entering upon this matter with- 
out ‘any pre-conceived idea. There are 
no pre-judgments. It may be, it is bet- 
ter to have the state regulate insurance. 





WASHINGTON—Rep. Celler said he 
had received from President Thomas I. 
Parkinson of Equitable Society the tele- 
gram that was summarized in last week’s 
issue of THE NATIONAL UNDERWRITER but 
said that he is “not inclined to reply to 
wire of that character.” 

‘Celler said nothing developed, insurance- 
wise, at this week’s meeting of the House 
judiciary committee. He said he is await- 
ing return of Senator McCarran before 
doing anything further regarding the life 
insurance investigation proposed in their 
joint resolution. 





I am inclined to think, at present, that 
there should be state regulation, but 
maybe the facts will show there must 
be a change to federal regulation, or a 
combination of both.” 

Celler has been regarded as a sup- 
porter of the new deal. His judiciary 
committee chairmanship flows from the 
seniority rule. He has been particularly 
interested in such matters as Palestine, 
immigration which comes under juris- 
diction of his committee, relief for per- 
sons displaced in the war. He is a hard 
worker. 

While he has not, perhaps, been gen- 
erally regarded as of the crusader type, 
observers believe that he sized up the 
insurance situation, in the light of the 
New York Mahoney committee investi- 
gation and other developments, and 
decided that it was “a good horse to 
ride”, as one observer expressed it. 


SEEKS N. Y. PROBE 

ALBANY—The resolution introduced 
each year since 1939 in the New York 
legislature asking for $25,000 to investi- 
gate life companies has been put in the 
hopper again by Democratic Senator 
Moritt of Kings county. He also wants 
$25,000 to investigate the workings of 
the abandoned property law. 


Eye Effect of T-H Change 


The administration bill for repeal of 
the Taft-Hartley act does away with the 
regulation of welfare plans and opens 
the door for the so-called John L. Lewis 
plan where union runs the welfare fund 
with no employer participation. The re- 
version to the industry wide type plan 
means that employers will have the 
“right” to pay for the welfare plan if 
the revision is passed but they will have 
no rights as trustees. Under the Taft- 
Hartley law employers could not turn 
money over to the union unless they re- 
tained some supervisory rights. 





Chicago is a Great City 





When yow’re in Chicago 
~ goand see 


THE ORIENTAL INSTITUTE 


When the door closes behind you the years fall away. You 
are sitting with the Pharaohs at about the beginning of recorded 
time. It will be another full 3000 years before Christ is born. 

Here famed King Tut, sculptured in red quartzite, stands in 
regal splendor, possibly reflecting upon his thirty centuries of 
existence . . . models of Solomon’s huge Palestinian stables sup- 
port this wise king’s reputation as an international horsetrader 
. - - a 30-ton winged human headed bull, carved from a great 
single block of stone, gazes haughtily at passersby entirely alien 
to his long-dead Assyrian creators. Some 40,000 discoveries, 
brought here from the Near East, make world history life-like 
and readily understandable for you at Chicago University’s 
Oriental Institute, world center for the fascinating new-old sci- 
ence of Egyptology. 


Come and see us too! 


Our Company is an 
old-line legal reserve 
life insurance com- 
pany, writing Life and 
A & H contracts, and 
serving more than a 
million policyholders. 
Maybe we can add 
something to our visitors’ knowledge of this business; maybe 
they can do the same for us. Anyway, you can find us on the 
job from 8:30 to 5, Monday through Friday, and it’s always 
open house here. 


BANKERS LIFE @ CASUALTY CO. 
John D. MacArthur, President 
Kenneth at Lawrence Avenue, Chicago 30, Illinois 








“Chicago’s First Insurance Company”—Established 1879 
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Sales Ideas and Suggestions 


Cahill Tells How to Assay Simple Visual Selling Plan, Reasons 
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should set up a work pattern so that 
he will clearly un- 
derstand what con- 
stitutes a good 
week’s work in 
terms of calls, clos- 
ing interv iews, new 
prospects and 
sales, said Daniel 
P. Cahill, director 
of the Purdue 
course, addressing 
the Philadelphia 
sales congress. In 











an effort to develop 
a true formula at 
Purdue, over 4,000 
man-weeks of work 
and more than 75,000 
about 35,000 closing 
analyzed. 

Purdue, trainees are required to make 
20 “seen” calls a week, this being de- 
fined as one where the agent has at least 
a 10-minute discussion with the pros- 
pect about life insurance. He may have 
to make 35 or 40 calls before he can 
list 20 calls that meet the definition. 

Out of those 20 calls the average Pur- 
due student should get about 10 closing 
interviews, one in which the prospect 
is given at least five opportunities to 
buy, i.e, in which he must say “no” 
five times. The ratio of calls to closing 
interviews works out to about two to 
one. 


10 Interviews, Two Applications 


Out of 10 closing interviews Purdue 
men realize an average of about two 
applications a week. The ratio of clos- 
ing interviews to sales is a little better 
than five to one. This two applications 
a week is actually the crux of the for- 
mula. “You will find that the $200,000 
producer or the million dollar a year 
man all write about 100 applications a 
year,” Mr. Cahill said. “The only dif- 
ference between producers is the size 
of the application.” 

Purdue students must strive for 20 
new prospects a week. If they have to 
make a minimum of 20 calls a week, 
they must have at least 20 new pros- 
pects each week. If their prospecting 
falls down, their calls, selling interviews 
and applications will necessarily be re- 
duced. They are given a referred lead 
method developed at Purdue and based 
on a formula—they must use this 
method a minimum of three times a day 
or 15 times a week. They are obtaining 
1.75 prospects every time they use it. 


Marginal Market Revealed 


If the agent gathers too few pros- 
pects and finds that his selection in a 
particular week has not been good, then 
unconsciously he is working in a mar- 
ginal market. If he gathers a large 
group of prospects continuously and 
then only calls on the best of that 
group, the law of averages says he will 
be working mostly in a preferred mar- 
ket and hence will hear less frequently 





D. P. Cahill 


“seen” calls and 
interviews were 


the objection, “I can’t afford it,” said 
Mr. Cahill. 
Purdue’s primary concern is with 


field efficiency, “and that’s what should 
concern you,” said Mr. Cahill. “We 
know that if an agent, with our type 
of concentrated training, or any type of 
adequate training, is well-trained to 
Maintain a determined work schedule, 
es production results will be satisfac- 
ory.’ 

There is a definite coiinetan between 
calls, closing interviews and applica- 
tions and it is essential to keep records 


absolutely no check on himself. Some- 
times a slump is merely a lapse into bad 
habits. The agent who keeps records 
on his work can detect such a slump 
long before the man who does not. 


“CALLS-TO-CLIENTS” 


For reporting purposes Purdue uses 
the “Calls-to-Clients’ book, published 
by the Diamond Life Bulletins. This 
book is used as a plan book in addition 
to a work record. Men are required to 
take the time on Saturday or Sunday 
to outline and list the names of the 
people they are to see each week, and 
the reason for the call. If they don’t 
have enough names in their books for 
the following week, then their prospect- 
ing obviously has not been adequate. 
By having them list the reason for the 
call, they are reminded that they should 
have their presentation planned in ad- 
vance. Purdue is also a strong advocate 
of planned presentations. 

The agent can ascertain from his rec- 
ords the exact value of each hour in the 
field, said Mr. Cahill. He feels that the 
dollar value given to units of effort is, 
in many respects, a sounder stimulation 
for field work and achieves a more last- 
ing effect on the agent than any other 
type of contest or competitive arrange- 
ment. It produces a self-confidence by 
assuring the agent that adequate re- 
muneration for time and effort will 
come to him as he organizes his job 
effectively. 


Formula Shows Units Needed 


Each producer operates on a definite 
formula that is applicable ta himself. 
“Reduce your work to a formula and 
you will know exactly how many units 
of work are required each week for a 
certain amount of production,” said Mr. 
Cahill. “To increase production, merely 
increase the number of units of work.” 

“Every single qualification for success 
is acquired through habit,” he said. “If 
you do not deliberately form good 
habits, then unconsciously you will form 
bad ones. There is no half-way mark 
on habits. . . 

“TI strongly urge each of you to study 
and keep abreast of our rapidly chang- 
ing laws, economic conditions, etc. 
Every agent is now challenged to in- 
crease his personal efficiency in order 
to meet a rising level of sales resistance, 
both in the selling of new business and 
in the conservation of old business. This 
year we can definitely expect changes 
in the gift tax, federal estate tax, 
changes in social security, and, we hope, 
a change in the 3% annuity income tax 
rule. We build prestige, and in addi- 
tion are in a better position to approach 
people if we are aware of conditions 
that affect the prospect. 

“Strangely enough, we find that it is 
not the mediocre agent but the success- 
ful underwriter who will subscribe to 
various insurance services, take short 
courses, attend various meetings, etc. 
The mediocre agent who writes $200,000 
or a quarter-million a year doesn’t need 
these services—no, not if he is content 
to stay at the $200,000 mark. The lead- 
ers know that there is no pipeline or 
easy way to information, knowledge or 
big production. It takes them just as 
long and probably longer to acquire in- 
formation and knowledge than it does 
you, but they allocate the necessary 
time and they are rewarded accord- 








and demonstrated by Robert Judd, 
Phoenix Mutual, Madison, Wis., at the 
Saturday morning sales forum sponsored 
by the Chicago Life Underwriters Assn. 
The other speaker was Henry Persons, 
Chicago, manager of Mutual Life’s lead- 
ing agency, who made a cogent argu- 
ment for selling one’s friends. About 
300 attended. 

Mr. Judd likes visual presentations be- 
cause he believes life insurance men do 
too much talking and there is a limit to 
motivation through talking — though 
most agents don’t know where it is. 

The trouble with visual presentations, 
however, especially the fancier types, is 
that the girl can’t get them typed in 


material is just a sheet of blue paper 
11x244%4 inches which folds into three 
letter-size pages. On the outside or 
cover page Mr. Judd letters by hand in 
red and blue pencil words to the effect 
that it is a social security supplement, 
ordinary life with premiums to age 65, 
for Mr. and Mrs Joe Doak. Inclusion 
of Mrs. Doak is much appreciated by 
her and helps the sale. At the top of 
the sheet is an appropriate picture. The 


entire three page spread inside is taken 


up with a simple diagram. 

The big worry in the average pros- 
pect’s mind, Mr. Judd has found, is 
that while the next five years or so look 

(CONTINUED ON NEXT PAGE) 





prepared! 


In the last three years 41] 


on-the-ground Occidental Field 


Training schools have prepared 


947 field men and women to 


appraise the financial problems of 


buyers and to solve those 


problems with Occidental’s complete 
Life and A & S policy line. 


occidental life 


INSURANCE COMPANY 


of California 
V.H. JENKINS, Senior Vice President 


We pay agents lifetime renewals — they last as long as you do’ 
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(CON’T FROM PRECEDING PAGE) 
secure ‘enough to him he is worried 
about how his policy would stand him 
if he had to quit later on. The diagram 
shows very clearly, at five year intervals, 
just what he has had in the way of pro- 
tection, and what he can get out in the 
way of paid up insurance and at some 
ages actual cash values. The whole 
thing can be drawn with a drawing 
board and T-square in 20 minutes and 
gives the man a clear picture. One pros- 
pect’s wife said it was the first life in- 
surance presentation that she ever 
wanted to listen to or understood. Mr. 
Judd believes that by promoting the 
most thorough understanding on the 
prospect’s part there is less need for 
motivation, and people are very gun-shy 
of motivation. 

‘Mr. Persons asked for a show of hands 
from those who felt misgivings about 
soliciting their friends for insurance. 
About half raised their hands. 

Mr. Persons said that every life insur- 
ance agent should make up his mind 
whether life insurance is a fine business 
and if so he should feel an obligation 
to present it to his best friends; or, if he 
feels otherwise, he ought to resign. He 
told of his own experience in a small 
town in California, where, when he 
started as an agent, he knew everybody 
in town and consequently would have 


had no prospects if he hadn’t sold his 
friends. He pointed out that while an 
agent may feel that a friend will be 
reluctant to discuss his financial arrange- 
ments because of the very closeness of 
the relationship, actually he would 
rather talk with a friend in whom he 
has confidence than to talk with a 
stranger. Mr. Persons stressed the con- 
fidence angle. He also said that often 
an agent assumes that his friends don’t 
want to discuss personal matters with 
him but that this reluctance exists less 
frequently than is generally supposed. 
If an agent calls on his friends he has 
the obligation to be competent, and to 
remember such things as age changes. 
Prospecting becomes easier because the 
agent knows when the babies are com- 
ing and other family situations necessi- 
tating additional life insurance. 

Mr. Persons quoted Executive Vice- 
president B. N. Woodson of Common- 
wealth Life as warning that the agent 
who failed to take care of the insurance 
needs of his close friends and relatives 
might find it difficult to offer his sym- 
pathy for that reason should the bread- 
winner die. 

As the final clincher, Mr. Persons 
told how he had finally sold a substan- 
tial policy to his closest friend whom for 
years he had never solicited because they 
had a sort of tacit understanding that 
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neither would try to sell the other his 
product. Forty-one days later the friend 
died of infantile paralysis, leaving only 
a few hundred dollars in the bank and a 
lapsed group policy besides the policy 
Mr. Persons had sold him. 





Hersch-Bookstaver Form 
Security Mutual N. Y. Team 


The MHersch-Bookstaver agency of 
Security Mutual Life of Binghamton has 
been formed through the incorporation 
of General Agents David T. Hersch 
and Burton J. Bookstaver and is located 
at 17 East 42nd street, New York, the 
address of the original Hersch agency. 
Mr. Hersch is president, Mr. Bookstaver 
vice-president and Miss Helen Boehr 
secretary. 

Mr. Hersch has operated a successful 
agency since the early 30’s for Security 
‘Mutual and has been consistently a com- 
pany leader in volume and quality. 

Mr. Bookstaver, who was associated 
with the Joseph D. Bookstaver agency 
of Travelers prior to joining Security 
Mutual in 1946, has been with the Hersch 
agency since that date. He has been in 
the insurance ‘business since 1938, except 
for service as an army lieutenant. Re- 
cently he has been a supervisor in the 
Hersch office. 





Ready for Pa. Caravan 


The annual sales caravan conducted 
by Pennsylvania Assn. of Life Under- 
writers will make appearances at Wilkes- 
Barre April 4, Reading April 5, Johns- 
town April 6, and Erie April 7. At the 
first two localities Orville Beal, vice- 
president in charge of industrial agencies 
of Prudental, will appear, and at the 
last two he will be replaced by Sayre 
MacLeod, vice-president of Prudential 
in charge of ordinary agencies. At all 
four towns the other two speakers will 
be William Hoyer of John Hancock, 
Columbus, and Donald Ross, merchan- 
dising manager of “Successful Farm- 
ing.” Albert C. Adams, general agent of 
John Hancock at Philadelphia and vice- 
president of the association, is chairman 
of the committee making arrangements, 
aided by L. W. Jackson, executive sec- 
retary. 


Pa. Legislative Program 


A bill has been introduced in the 
Pennsylvania legislature to permit guar- 
dians and trustees to purchase insurance 
and annuities for their wards. Pennsyl- 
vania Assn. of Life Underwriters is 
‘backing this measure and hopes to se- 
cure legislation to require full time 
fraternal society representatives to sub- 
mit to the examining and licensing re- 
quirements applicable to life agents, to 
eliminate mail order life insurance, and 
to support adoption of a group life defi- 
nition. 


Bass Joins Pilot Life 


Luther T. Bass has been named assist- 
ant secretary and manager of claims of 
Pilot Life. He has been with Jefferson 





Standard as assistant secretary. He grad- . 


uated from University of North Carolina 
in 1926 and passed the North Carolina 
bar examinations. He joined Jefferson 
Standard in 1927 and since 1946 has had 
charge of disability claims and inspec- 
tions. He is on the International Claim 
Assn.’s program committee. 


Hunt Loss Possibilities 


NEW YORK —Try to find a loss that 
would accrue to a busines from the 
death of a partner or key man, and sell 
business insurance to cover it, Isaac S. 
Kibrick, New York Life agent at Bos- 
ton, suggested at a luncheon of Life 
Supervisors Assn, of New York. There 
is no particular method to use in pros- 
pecting for business insurance but the 
producer should always let his personal 
clients know that he can and does write 
it. Otherwise some other agent may get 
the sale, he said. 

One value in the coverage the agent 
should emphasize is avoiding arguments 
over distribution of a firm’s assets when 


| 


a partner depreciation has occurredaay 
said. About 60 attended. 





Name Illinois Management 
Institute Instructors 


Insurance speakers for the life in 
ssurance management institute spon- 
sored at Galesburg, Ill., on Feb. 15-47 
by zone 3 of the general agents and 
managers committee of N.A.L.U. and 
the University of Illinois include: 

Daniel E. Mason, supervisor of train. 
ing Equitable Society; Robert Lowel 
Boyd, general agent Equitable of owa, 
Kokomo; John B. Nothhelfer, generaj 
agent State Mutual, Chicago; Robert M. 
Ryker, vice-president Oklahoma Bene. 
fit Life; Edward Zalenski, director 
L.U.T.C.; Dan Cahill, director Purdue 
marketing course; R. W. Osler, editor 
of life publications Rough Notes; Aj- 
den Palmer, director of sales training 
division of R. & R,, and Hampton H, 
Irwin, professor of insurance Wayne 
University. 

Among Illinois haaains members who 
will participate are Dr. Hugh Wales, 
associate professor of marketing; L. V. 
Peterson, director of the audio-visual 
aids service of the school; Dr. Ear| 
Strong, director of business management 
service; and Dr. R. I. Mehr, insurance 
professor. 


N.A.L.U. Group Has Parley 
with Trust Officers 


‘NEW YORK—Paul H. Conway, 
general agent of John Hancock at Syra- 
cuse, former chairman of National 
Assn. of Life Underwriters committee 
on relations with trust officers, and Max 
M. Margolis, Sun Life, New Bedford, 
Mass., present committee chairman, led 
a delegation of N.A.L.U. representatives 
at a luncheon here sponsored by the 
trust division of American Bankers 
Assn.. Activities of the 31 life insurance 
and trust councils over the country were 
discussed. 

Attending were N.A.L.U. President 
C. H. Orr; J. E. Rutherford, executive 
vice- aoe ge J. B. Hallett, general 
counsel; G. D. McKinney, actuary, and 
W. E. Jones, director of publications. 


Sees Bright “49 Outlook 


Familiar with the boom-and-bust pat- 
tern of past eras, today’s public is far 
more cautious in risking its money than 
it was during past periods of prosperity, 
Harold M. Stewart, executive vice- 
president of Prudential, told the Balti- 
more Life Underwriters Assn. Encour- 
aging factors in the 1949 outlook, ac- 
cording to Mr. Stewart, are continued 
plant expansion and improvement which 
will increase the productive wealth of 
the country, constantly improving mor- 
tality, maintenance of a high national 
income, population increases and a 
wider distribution of money income and 
continued activity in the home building 
field 


Standard of Ore. Changes 


PORTLAND, ORE. Edwin A. 
Phillips, superintendent of agencies, and 
Garnet E. Cannon, actuary, have been 
elected vice-presidents of Standard of 
Oregon. Dr. L. Boylen, assistant 
medical director, has been advanced to 
medical director to succeed Dr. Otis 
B. Wight, who retired because of ill 
health. 

John F. Hook and Lloyd B. Mont- 
gomery were elected assistant secre- 
taries. Mr. Montgomery will also re- 
tain his position of assistant treasurer. 


Hallelujah! 

WASHINGTON—Chairman George 
of the Senate finance committee says 
he wants any tax legislation delayed 
until next summer and doubts the nec- 
essity of such legislation. Instead he 
would reduce budget appropriations by 
5%. 
An increase in payroll tax may be 
necessary, George said, depending upon 
possible social security extension. 
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Divvied Surpluses Help Sales 


Some very ‘excellent life insurance 
sales are being made these days to pro- 
fessional men and others that were in 
a position in 1948 to draw down extra 
income; for instance, lawyers who could 
distribute substantial portions of part- 
nership surplus. Apparently a good 
many men in executive corporate and 
professional positions felt that the tax 
in 1949 would be more severe than in 
1948 and hence, a good many distribu- 
tions of an extraordinary nature were 
made last year. The recipients thus 
were placed in funds that they look 
upon as constituting surplus or savings 
and agents say that prospects that are 
in this position are excellent buyers 
today. 





Can Prospecting Be Overdone? 


A number of agents are to be found 
who feel that certain companies and 
agencies have made their prospecting re- 
quirements too stiff. They say, for ex- 
ample, that an agent who is under com- 
pulsion to open a certain number of 
situations each week, regardless of his 
production and regardless of the serv- 
ice requirements of existing business, 
may fail to do a complete job. The 
agent may come to regard the business 
as merely a matter of reporting on his 
prospecting activity without actually 
taking the time required to handle situa- 
tions he has opened in previous weeks. 
Many agents feel that no prospecting 
quota should be set, that prospecting 
should be geared from week to week to 
the amount of activity required in han- 
dling his existing accounts. 





Projects House 100,000 


The last available figures show that 
more than 100,000 people are living in 
life company rental projects and that 
total is expected to double when projects 
under construction are completed. The 
housing represents an investment of 
more than $400 million. Indirectly the 
companies through home _ mortgage 
loans are responsible for more home- 
building than all state, federal and 
municipal bureaus combined and for 
more construction than any other single 
source of funds. In veterans mortgages 
companies have financed the building 
of homes for at least 500,000 people. 





FTC and Insurance 


The word from Washington is that 
the federal trade commission because of 
its present personnel is not going to 
get into the insurance business nearly 
as much as it looked like it might a 
few months ago. Apparently the com- 
mission is not inclined presently to un- 
dertake a new project of this nature. 
Even on the mail order matter, its ac- 
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tion is expected to be milder than it was 
at first anticipated. 





Unions Now More Favorable 


Independent employe benefit special- 
ists report that the increased occasion 
which the insurance industry has to 
deal with labor unions has enhanced 
their position. Labor unions put a 
great emphasis in collective bargaining 
upon advice given them from impartial 
sources. Independent consultants say 
they are generally received with less 
hostility than group insurance company 
representatives who are under the onus 
of representing big business directly. 








Abandons Premium Tax Rise 


Prospects of doubling the Washington 
premium tax diminished considerably 
when Governor Langlie stated he had 
abandoned the possibility of urging the 
legislature to enact the increase. 

In commenting on a recommendation 
for a state income tax, Governor Langlie 
said he had decided an increase in the 
premium tax, proposed in an early mes- 
sage to the legislature, would not be in 
the economic interest of the state. He had 
suggested raising the tax on domestic 
companies from t to 2% and on foreign 
insurers from 2 to 4%. He also sug- 
gested a 1%% tax on ocean marine in- 
surance. 


J. E. Johann Retires 


J. E. Johann, for many years general 
agent of North American Accident at 
Milwaukee, has retired. George E. Ohan 
has been appointed acting manager. Mr. 
Ohan has been with the company 12 
years in the home office and at Rock- 
ford, Ill. Most recently he has been 
assistant manager of the franchise de- 
partment at the home office. 





In New Post 


E. Dudley Col- 
houn, whose promo- 
tion to director of 
agencies of Shenan- 
doah Life was re- 
ported briefly in last 
week’s issue, was for 
22 years in the field 
as agent, district 
manager, supervisor, 
and branch manager. 
He entered the home 
office two years ago 
as superintendent of 
agencies. Active in 
N. A. L. U., he was 
twice elected a trustee and served on sev- 
eral committees. He will share the admin- 
istration of the agency department with G. 
N. Dickinson, Jr., also director of agencies. 
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FSA OKs CSB Payments 
from Merit Rating Refunds 


NEW YORK — The federal security 
agency has ruled that refunds under un- 
employment compensation merit rating 
plans may be used to finance sickness 
benefits. The ruling has resulted in 
efforts by the CIO in New York state 
to support an amendment to the state 
laws under which merit rating refunds 
would be used for sickness benefits. | 

This plan, backed by state Democratic 
leaders, conflicts with the Dewey admin- 
istration’s plan for a cash sickness ben- 
efit system to be financed through an 
employer-employe tax. The CIO is 
against a tax on employes and contends 
that use of the merit rating refunds 
would forestall the nneed of additional 
taxation on either employers or workers. 


Corsi Points to Flaws 


However, State Industrial Commis- 
sioner Corsi said the chief defect with 
the CIO proposal is that in periods of 
high unemployment there might be no 
surplus unemployment insurance funds 
available to pay sickness benefits. Dem- 
ocratic leaders say they intend to guard 
this possibility by including in the re- 
vised law a new 1% tax on employers 
in periods when the fund might run 
short. 

Professor Herman A. Gray of New 
York University, chairman of the state 


advisory council of unemployment in- 
surance, said the CIO’s point deserves 
study, that five states are already using 
unemployment insurance funds under 
certain conditions to pay workers who 
become sick after they lose their jobs, 
and that it might therefore be possible 
to extend this principle to all workers 
covered by unemployment insurance and 
give them benefits when they suffer a 
wage loss because of sickness, 

At the office of FSA Administrator 
Oscar Ewing it was said that it would 
probably not be inconsistent with fed- 
eral law if a state wished to utilize these 
merit rating refunds to pay benefits to 
workers unemployed by reasons of dis- 
ability. 


Fee Donated to Behr Fund 


The Louis Behr memorial grant 
which assists cancer research through 
the foundation of Cancer Research and 
was instituted as a memorial to Mr. 
Behr by the Million Dollar Round Ta- 
ble of N.A.L.U., has received a check 
representing an honorarium which the 
Flint (Mich.) Assn of Life Under- 
writers wished to pay Richard E. Pille 
of Mutual Benefit Life, Newark, who 
appeared as their speaker at a recent 
meeting. Mr. Pille suggested the check 
be made payable to the foundation in 
behalf of the Behr grant. Louis Blum- 
berg, Chicago attorney, has charge of 
the fund. 
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Never Underestimate Power of an Agent 


George H. Gruendel might have found 
a fitting title for his recent talk before 
the group supervisors division of Chi- 
cago Assn. of Life Underwriters by 
paraphrasing a well known advertising 
slogan so that it would read, “Never 
Underestimate the Power of a Pro- 
ducer.” Mr. Gruendel told his hearers 
that many home office group representa- 
tives have alienated producers and lost 
their business by failure to accord to- 
day’s professional insurance salesman 
the important position that he feels is 
his in any insurance transaction. The 
speaker is an independent employe bene- 
fit specialist who acts as a personal pro- 
ducer and also as a consultant and part- 
ner of other salesmen. He was talking 
from his own experience. His advice 
to his hearers was for them to examine 
their relations with agents to see that 
they are admitting to full partnership 
those many agents today who are well 
posted, and conscious of their impor- 
tant place in providing service to their 
clients, 

Mr. Gruendel said that he is con- 
stantly being impressed with the fact 
that the agent of today is far superior 
to the agent of 10 years ago in his 
knowledge of insurance. Of course, he 
was limiting his remarks to the em- 
ploye benefit field, but they may be ex- 
tended appropriately to any other phase 
of sales involving cooperation between 
company men and producers. And what 
sales operations are there which don’t 
involve this relationship? 

Mr. Gruendel was touching upon a 
tendency against which intelligent man- 
agement is always on guard. This is 
the inclination of company men to mini- 
mize the importance of producers and 
to begin to look upon insurance trans- 
actions as effected between the insur- 


ance company and the policyholder. 

Mr. Gruendel indicated that  pro- 
ducers are quick to spot and universal 
in resenting such an attitude. Where 
10 years ago, the producer might be 
perfectly willing to have a company 
group representative make his whole 
sales presentation and provide all his 
technical services, today the professional 
producer has a different attitude, he ob- 
served. 

Usually in group insurance trans- 
actions, producers welcome technical 
advice and aid in solicitation from the 
group man, but they wish to be pres- 
ent at all conferences and to retain the 
selling initiative. In most cases, they 
are perfectly capable of exercising this 
initiative. The personal producers have 
come to realize that their livelihoods 
are dependent upon the service they 
provide. They want their employe bene- 
fit clients to contact them first on serv- 
ice matters. They feel they are able to 
inject into all transactions the personal 
touch upon which the agency system is 
founded. 

Mr. Gruendel indicated that today’s 
agent wants to know in advance of all 
communications which the companies 
have with his policyholders. The per- 
sonal producer wants nothing going on 
over his head. None of those present 
were inclined to discount the speaker’s 
remarks as mere theory. Experience 
had made them all aware that the com- 
pany man who works with and not 
above the producer gets the best re- 
sults. They realized that rates and 
coverages alone do not sell insurance 
and that if they are unable to convince 
producers of their desire to be mutually 
helpful as full partners in an insurance 
transaction their production figures will 
suffer accordingly. 


Tribulations of a Nice Old Lady 


Once there was a nice old lady of 
impeccable antecedents and boundless 
beneficence who in her younger days 
departed from the strait and narrow in 
a really spectacular way. She lived high, 
flung money around like a government 
agency, and cut up something scandal- 
ous, She was actually a split personality 
and her better side was appalled at what 
was going on. But that didn’t stop the 
shenanigans. 

She was hauled up before the author- 
ities and the dirt that was brought to 
light by a very brilliant inquisitor named 
Charles Evans Hughes was a source of 
delighted horror to the public for many 


weeks. Her varied misdoings didn’t 
need to be distorted or exaggerated. The 
plain facts were bad enough. 

As so often happens in such cases, 
after her shame had been bared to the 
public gaze in the greatest possible de- 
tail she was not thereafter forever 
scorned. She reformed and attained a 
state of virtue that became a model for 
all to behold. But she never forgot 
how terrified she had been when she 
was being hauled over the coals by the 
brilliant young prosecutor. She was by 
now operating on such a_ high-class 
basis that nobody really had anything 
on her but she was still jittery. If any 


politico so much as muttered “investi- 
gation” she would break out in a cold 
sweat. She became almost fanatically 
sensitive to even the possibility of ad- 
verse publicity. 

Finally it happened. An investigator 
named TNEC, ostensibly trying to find 
out if the old lady had grown too 
wealthy for the public good, managed to 
work in some nasty digs and attempted 
to make isolated happenings look much 
worse and a lot more typical than they 
really were. It was sort of like being 
paraded around in her underwear—more 
unfairly humiliating than actually dam- 
aging. 

She got through that one with her 
good name intact but she was still 
smarting from the exposure of a few 
pecadilloes even though she was the 
only one that remembered them after 


the day’s newspapers had been thrown 
away. 


And now here we go again. The olf | 


lady, though in better shape than ever, 
hhasn’t lost her keen distaste for investi. 
gations but at least she isn’t jittery. She 
knows that a committee’s counsel, no 
matter how objective and fair the com- 
mittee’s intent, had better come up with 
some real dirt or a good facsimile if he 
wants to make a name for himself. She 
realizes that no matter how virtuous 
her conduct has been she is going to 
look as if she tried to carry the ball 
through the Notre Dame team. But she 
knows that she won’t get killed and that 
while the unfeeling may snicker at her 
disarray the public will quickly forget 
the indignity and give the whole affair 
no more attention than it really de- 
serves. 








PERSONAL SIDE OF THE BUSINESS 





Walter E. Schneider, director of press 
relations and advertising of the Institute 
of Life Insurance is the author of “Case 
Study for Advertising Cynics,” in the 
Dec. 31 issue of ‘Printers’ Ink.” It 
deals with the public’s excellent re- 
sponse to the life companies’ advertise- 
ment, “Faith Is a Family Affair.” 
While there were misgivings about in- 
jecting a religious theme into the cam- 
paign of the life insurance companies 
and their agents there has not been a 
single letter of criticism even though it 
was expected that there would be at 
least a few. Instead there have been 
numerous requests to reprint it. 

Ralph T. Walker, general agent of 
Bankers Life of Nebraska, has been 
elected president of the Norfolk, Neb., 
Chamber of Commerce. 

Leon Gilbert Simon, Equitable So- 
ciety, ‘New York City, will address the 
Omaha Life Underwriters Assn. Feb. 
11 and the Wichita association the next 
day. He will address a meeting of 
agents, trust officers, lawyers and 
C. P. A.’s Feb. 14 at Denver. He will 
continue on to Los Angeles and San 
Francisco on pension cases he recently 
closed in New York City on corpora- 
tions whose plants are on the west 
coast. 

John A. Bogardus, president of At- 
lantic Mutual, has been elected a direc- 
tor of Guardian Life. 

Julian D. Anthony, president of the 
Columbian National, has been named 
general chairman for greater Boston of 
the New England heart fund drive. 

Kenneth S. Austin, Connecticut Mu- 
tual, Burlington, Vt., has qualified for 
the Million Dollar Round Table. 

Abram L. Geller, Houston, long one 
of the leading personal producers of Pa- 
cific Mutual Life, has been elected 
chairman of the Texas Conference of 
the Zionist Organization of America. 

J. Hall Moore, Jr., veteran agent at 
Richmond, Va., of Equitable Society, 
has been presented a pin denoting 50 
years with the agency. Now 82 he is 
still on the firing line. He has written 
about $3 million since he joined the 
agency in 1899 and he believes he is 


good for at least another million. Pen- 
sioned by the company nearly 20 years 
ago, he scorned all suggestions that he 
stop work and take life easy. 

Mitchell Melham, top ranking agent 
for Franklin Life, was a leader in the 
annual membership. drive of the 
Y.M.C.A. at Springfield, Il. 

John S. Thompson, president Mutual 
Benefit Life, has been elected chairman 
of the Welfare Council of Newark. 

T. H. Leaver, general agent of Gen- 
eral American Life at Rolla, Mo., has 
been appointed Boy Scout district com- 
missioner for the Fort Wyman district 
of Missouri. 

Wayne C. Metcalf, general agent in 
Roanoke for New England Mutual, has 
been elected president of the Roanoke 
Touchdown Club. It supports sporting 
activities for the youth of Roanoke. 

B. N. Woodson, executive vice-presi- 
dent of Commonwealth Life, is heading 
the Louisville-Jefferson county 1949 
drive for funds for the American Red 
Cross. 

A. N. Kemp, chairman of Pacific Mu- 
tual, has been elected a director of 
Standard Brands, Inc. 

President W. E. Bixby of Kansas 
City Life was featured on the “Man of 
the Month” program over station WHB, 
Kansas City. The broadcast dealt with 
his career, including his hobbies and 
civic activities. 

W. T. Plogsterth, director of field 


service for Lincoln National, is visiting 
agencies in the southwest. 
Howard Kelley, general agent of 


Massachusetts Mutual at Chicago, and 
Mrs. Kelley are in Silver Cross Hospital, 
Joliet, Ill, recuperating from injuries 
suffered in an automobile accident on 
their way from Champaign, IIl., to Chi- 
cago. Their car collided with a truck 
that had lost a wheel and had swung 
across the highway. It was after dark 
and there were no warning flares. Mr. 
Kelley’s injuries include fractured pelvis, 
and fractures of a leg, arm and rib. 
Mrs. Kelley suffered a severe concussion. 
As soon as it is considered advisable, 
they will be moved to a hospital at Chi- 
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cago, after which they will be permitted 
to have visitors. 

Cc. O. Pauley, secretary of Great 
Northern Life, who becomes managing 
director of the H. & A. Underwriters 
Conference April 1, will take a vacation 
following the March 9 meeting of the 
governing committee of the casualty in- 
dex of Assn. of Casualty & Surety 
Companies. He is committee chairman. 
Mr. and Mrs. Pauley will head south 
from New York, visiting Williamsburg, 
Va. Charleston, S. C., and perhaps 
Florida. It is possible that no successor 
as secretary will be appointed for some 


DEATHS 


Lee Gillis, 55, Minneapolis manager 
of Union Mutual Life, died at Veterans 
hospital there. He was in school work 
in Iowa before entering insurance.: 

John T. Meany, a director of Acacia 
Mutual Life, died at Washington, D. C. 

William D. Widmer, 57, district man- 
ager of Federal Life at Bay City, Mich., 
died there after a six weeks’ illness. He 
was rated “Bay City’s No. 1 football 
expert ‘and enthusiast.” 

Robert Kent,.who was brokerage su- 
pervisor at the Fried & Marks agency 
of New England ‘Mutual at New York 
for 16 years until last August, died in a 
Dallas hospital. He moved to Dallas to 
operate a bakery business. 

John J. Rice, 71, formerly assistant 
aeeeet in Yonkers for Prudential, died 
there. 


Many N. Y. Activities 

At the educational meeting sponsored 
by New York City Life Underwriters 
Assn, the afternoon of Feb. 17, speakers 
are Arthur Block, Brooklyn law school, 
“Pointers on Wills’; Wilton Young, 
New York lawyer, “Income Tax As- 
pects of Stockholders Agreements”; 
and Denis B. Maduro, counsel of the 
association, “Insurance Aspects of the 
1948 Revenue Act.” 

The sales congress takes place March 

















10. 
The Long Island branch will hold a 


sales congress Feb. 24, speakers being 





John Gill, field training supervisor 
Metropolitan Life; George E. O’Con- 
nor, midtown manager for New York 
Life; Richard E. Pille, director of 
agencies, and H. G. Kenagy, vice- 
president of Mutual Benefit Life. 


Young Brokerage Head 


William D. Young has been ap- 
pointed brokerage manager of the A. V. 
Youngman agency of Mutual Benefit 
Life at New York. He has been in the 
‘business 35 years and has been with the 
agency since 1945. He succeeds Henry 
G. Cundell, who is now devoting his 
time to personal production. 


Consider Wash. Legislation 


SEATTLE — Important legislation 
pending in this state was discussed by 
Hubert McLelan Monday at a luncheon 
meeting of Life Managers Assn. 








Offer Slum Clearance Bills 


Bills have been introduced in the 
Ohjo assembly which would permit 
citiés to acquire blighted areas and sell 
them to insurance companies and other 
groups, not governmental agencies, for 
redevelopment. The bills have the 
backing of the federated urban rede- 
velopment committee of Ohio. 





Thomas Watters, Jr., of the New 
York and Washington law firm of Wa- 
ters, Cowan & Baldridge, and a promi- 
nent figure in insurance legal circles, 
left Illinois Masonic Hospital, Chicago, 
Tuesday, to return to New York. He 
became ill while attending the meeting 
of the council of the insurance section 
of American Bar Assn. at Chicago, and 
was in the hospital there about 10 days. 
He plans to enter a hospital at New 
York to be under the observation of his 
own doctor. 





DeWitt Stern, general agent of Fire- 
man’s Fund Indemnity, and president of 
New York Assn. of A. & H. Under- 
writers, was the speaker at the February 
luncheon. David B. Fluegelman, North- 
western Mutual Life, spoke briefly. 


Vernon D. Rooks, Frankfort, Ky., has 
incorporated the Digest Publishing Co. 
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to publish magazines, records, statistics, 
and digests. Kathryn W. Rooks and 
Warren S. Williams are the other char- 
ter parties. Rooks for a number of 
years was with the Kentucky insurance 
department. 


Plan Trenton Association 


A Trentén, N. J., A. & H. association 
will be formed early in March. George 
Owens, Monarch Life general agent at 
Trenton, is sponsoring the new or- 
ganization. 





Insurance Group at Ohio State 


An undergraduate insurance honorary 
group known as Insurance Society of 
Ohio State University, has been formed 
under the direction of Davis W. Gregg, 
a member of the faculty. A meeting 
Wednesday was addressed by Claris 
Adams, president of Ohio State Life, 
Superintendent Robinson of Ohio and 
Bland L. Stradley, vice-president of the 
university, 


NEWS BRIEFS 


Nellis P. Parkinson, who has just left 
office as Illinois insurance director, plans 
shortly to take a southern trip with 


Mrs. Parkinson before he decides on 
what field of insurance activity to em- 
bark upon. In the course of their jour- 
ney they -expect to. visit their son, 
Thomas Parkinson, who is on the edi- 
torial staff of the Shreveport “Times.” 


Robert L. Kinder, supervisor of agen- 
cies. of General American Life at 
Springfield, Ill., has resigned that post. 


Jerry Wertheimer, leading agent for 
United Fidelity Life for 1948, has quali- 
fied for the Million Dollar Round Table 
for the fifth consecutive year. 


John Kellam, general agent for Na- 
tional Life of Vermont at New Canaan, 
Conn., was dinner speaker before the 
Hartford C.L.U. chapter on financial 
planning problems. 


A group life program for state em- 
ployes is embodied in a bill introduced 
in the Michigan senate. 


Savings bank life insurance in force in 
Massachusetts now stands at $351 mil- 
lion. 


Douglas Anderson has joined the Oc- 
cidental Life group staff in Chicago as 
service representative. He has been at 
the home office for two years. 

Virginia Benton, former assistant sec- 
retary, has been appointed vice-president 
claim department of Great American Re- 
serve. 








IT PAYS TO 
REPRESENT 
CROWN LIFE 


Crown Life is a modern, forward- 
thinking company. 
the times. It meets changing condi- 

tions promptly. Crown Life has more 
to offer, with policy plans and benefits 


“modernized” to meet today’s needs. 


CROWN LIFE 


‘0 ENSURANCE COMPANY 


The Crown Life is now licensed to operate in 
Alaska — California — Hawaii — Idaho — 
Indiana — Louisiana — Michigan — Minne- 
sota — Missouri — New Jersey — New Mex- 
ico — North Dakota — Ohio — Texas — 
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LIFE AGENCY CHANGES 





Life of Va. Names Managers 
at Macon, Fort Wayne 


William A. Wommack and R. E. 
Lowenstein have been named managers 
for 


Life of Virginia’s new ordinary 





A. Wommack 


R. E, Lowenstein w. 
agencies in Macon and Fort Wayne, re- 
spectively. 

Mr. Wommack graduated from Mer- 
cer University and has been an agent 
in Macon for Equitable Society since 
1939 except for army service. 


Mr, Lowenstein attended University 
of Southern California and joins the 
company after having been an agent 
since 1937, except for army service. 

G. Otis Helm has been named unit 
manager at Amarillo, Texas. He has 
for nine years been Amarillo repre- 
sentative for Farmers & Bankers ot 
Wichita. 

Life of Virginia has promoted Leon- 
ard Gray and Raymond E. McCann, 
from assistant managers to traveling in- 
spectors. They were formerly at Toledo 
and Richmond respectively. R. D. Hill 
of the Alexandria agency becomes as- 
sistant manager at Staunton. 

J. Ewing Walker, who has been spe- 
cial supervisor of the R. H. Hill agency 
of Life of Virginia at Richmond, has 
been transferred as assistant manager 
at Washington, D. C., and has been 
succeeded by A. C. Ellett, assistant 
manager at Richmond since 1940. He 
will be special assistant manager. H. R. 
Draper and G. M. Wright, Jr., have been 
promoted to assistant managers. 


Pilot Names Cason 


J. A. Cason has been made manager 
at Nashville for Pilot Life. 
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. Policies in force 
number 102,000 and Insurance in 
force is over $208,000,000 . 
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tract, and up-to-date training and 
service facilities — for those quali- 
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H. D. Josephson to 
Succeed Goldstein 


Meyer M. Goldstein, for 10 years a 
midtown New York general agent for 
Connecticut Mutual, is resigning March 





M. M. Goldstein H. D. Josephson 


31 and will shortly make more detailed 
announcement regarding his future 
plans. Halsey D. Josephson will suc- 
ceed him. Mr. Josephson, a C.L.U., is 
a general agent of Mutual Benefit Life 
in New York City. After graduation 
from the College of the City of New 
York he went with Northwestern Mu- 
tual and later with State Mutual. 


Great-West Puts Mulheran 
in Minneapolis Post 


Mulheran has been 
at Minneapolis 





Joseph G. 
pointed manager 
Great-West Life. 
He has devoted his 
entire business ca- 
reer to life insur- 
ance. He is a grad- 
uate of St. Thomas 
College, St. Paul, 
and of the L.I.A. 
M.A. management 
school. He was 
decorated for his 
air force service. 
He succeeds Mal- 
colm I, Lindsay, 
who retired Jan. 1 
because of ill 
health. 


World Makes Three State 
Manager Appointments 


C. B. Anderson, for five years in 
charge of eastern Pennsylvania and 
West Virginia for World of Omaha 
with headquarters at Philadelphia, has 
been appointed Texas state manager 
with headquarters at Dallas. He is a 
former Texan and desired to return to 
that state. He succeeds E. M. Sturman, 
who resigned to take a local agency. 

He is succeeded at Philadelphia by 
W. E. Edgeworth, for several years spe- 
cial sales supervisor for W orld. He is 
a native of New York and is now en- 
abled to return to the eastern field. 

P. J. Ashenbrenner has been ap- 
pointed North Dakota manager. A na- 
tive of Minnesota, he has spent several 
years in claims, underwriting and sales 
work at the home office. 


ap- 
for 





Mutheran 


J. G. 





Opens New Texas Office 


Reliable Life of St. Louis has opened 
a new district office at Longview, Tex., 
with E. C. Hollis, who has been trans- 
ferred from Texarkana, as manager. 


Mutual Makes Two 
Managerial Changes 


Albert I. Bonk and Melvin C. Mead 
have been appointed managers of the 
Kansas City and Portland, Me., agen. 
cies, respectively, of Mutual Life, effec. 
tive March 1. They have been training 


assistants at the home office. 
J. F. Trotter is resigning after 94 
years as Kansas City manager, and C 





i. C. Mead A. I. Bonk 


Herbert , Burpee will retire under the 
company’s security plan after 17 years 
as Portland manager. Mr. Trotter, 
who underwent an operation two years 





J. ¥F. 


Trotter 


Cc. H. Burpee 


ago, has not been in the best of health 
and he is relinquishing his managerial 
post to return to personal production 
with the agency. Mr. Burpee will also 
remain in the agency to engage in field 
work. 

Mr. Bonk, before becoming a training 
assistant last February, was _ assistant 
manager at Fargo, N. D., where he 
joined the company as an agent in 1938, 

Mr. Mead was named a training as- 
sistant a year ago, after 2%4 years as 
an assistant manager at Albany. He 
joined Mutual as an agent there in 1937. 


A. L. Martinson Minnesota . 
Manager for Central of Ia. 


Central Life of Iowa has appointed 
A. L. Martinson as state manager in 
Minnesota with headquarters at Minne- 
apolis. He has been in the life insur- 
ance business for several years. Prior 
to that he was principal of the high 
school at St. Louis Park, Minn. He 
graduated from St. Olaf College and ob- 
tained his master’s degree from Univer- 
sity of Minnesota. 








Because of the agency’s increased 
production and the fact that General 
Agent Robert M. Gamble of John Han- 
cock at Memphis plans to devote most 
of his time to personnal production, he 
has appointed W. C. Marshall as assist- 
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A large midwestérn mutual life insurance company has an 
opening for a General Agent at 


SAN FRANCISCO, CALIFORNIA 


to take the post vacated by the former General Agent who, for personal 
reasons, requested a transfer. The company is well-established and 
highly regarded in the area. A Home Office representative will be in 
San Francisco early in March for personal interviews. Write in confi- 
dence, giving qualifications and experience, to 


Box T-35 
175 W. Jackson Blvd. 


CHICAGO, ILLINOIS 
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ant general agent to have charge of the 
general office and agency supervision 
while V. M. Murray, brokerage super- 
yisor will look after brokerage. 





Occidental Names Neff at 
Dubuque, Two at Seattle 


Occidental Life has appointed John 
V. Neff, former associate general agent 
in the R. C. Smith agency, Fort Scott, 
Kan., as general agent at Dubuque, Ia. 
He joined Occidental in 1946. In his 
first six months he paid for $417,008 and 
since then his production always has 
been high. : 

James B, Dodge has been appointed 
assistant manager at Seattle. He joined 
Occidental in 1945 and has served as 
brokerage manager at Seattle. Mr. 
Dodge entered insurance with United 
Pacific at Seattle in 1930. For two years 
he did actuarial work for that company 
and later was assistant to the secretary- 
actuary of New World Life. Then, for 
six years, prior to army service, he was 
an agent of National Life of Vermont. 

J. Leonard Eskelin succeeds him as 
brokerage manager at Seattle. He joined 
Occidental there in 1947 and has been 
a successful producer. 


Huskinson Succeeds Yates 


for Acacia at Kansas City 


Zeno Yates has been succeeded as 
manager of Acacia Mutual at Kansas 
City by C. G. Huskinson, who has been 
in Acacia’s Denver agency. Mr. Yates 
resumes personal production with 
Acacia in the Kansas City area. 

Mr. Huskinson has been a unit man- 
ager in Denver. He was an army cap- 
tain in the war. 








Mr. Yates has been Kansas City 
manager 12 years. 
Kaufman Heads New Agency 


Phil R. Kaufman, leading producer of 
the E. C. Dopps agency for 1948 and 
sixth high producer with Midwest Life, 
has been appointed manager of a new 
agency covering four counties in eastern 
Iowa with headquarters at Cedar Rapids. 





Fill Gwynne-Vaughan has been ap- 
pointed as supervisor in Penn Mutual’s 
Omaha agency. He graduated from 
Grinnell College and entered life insur- 
ance in 1945. During his first year he 
led all Penn Mutual first year men. 

Life & Casualty has appointed Walter 
L. Satterwhite superintendent at Rich- 
mond, Va. He has been with the 
agency three years. 

John B. Morris has joined the John 
Hancock group staff in Chicago as an 
annuity specialist. He has had three 
years of group annuity work in the 
home office. 


AMONG COMPANY MEN 





Poorman Heads 
Central of Iowa 


W. F. Poorman, executive vice-presi- 
dent and actuary of Central Life of 
. has been 
president, 
succeeding E. g 
Mulock, who has 
been president for 
11 years and who 
now becomes chair- 
man. 

Norman T. Fuhl- 
rodt, associate ac- 
tuary, was elected 
actuary and John 
Hawkinson, who 
has been with Hal- 
sey, Stuart & Co. 
at Chicago for the 
last 14 years, ‘was 
elected assistant treasurer and securities 
department manager. ' 

Mr. Poorman graduated in 1922 from 
University of Michigan, where he took 
the actuarial course. He was in Lincoln 





W. F. Poorman 





N. T. Fuhlrodt John Hawkinson 


National Life’s actuarial department be- 
fore joining Central Life in 1925. He 
is'a fellow of both actuarial bodies. He 
is a governor of the American Institute 
of Actuaries and program committee 
chairman. Keenly interested in cattle 
raising, last year he was awarded the 
Progressive Breeders Registry, highest 
honor given by the Holstein-Friesian 
Assn. of America. He is the third 
Iowan ever to receive this award. Mr. 
Poorman served in the coast artillery 
during the first world war. 

Mr. Fuhlrodt joined the company 
shortly after receiving his degree in 
actuarial science at the University of 
Michigan in 1936. He is a fellow of 


both actuarial bodies. 

Mr. Hawkinson was born in Iowa 
and served as a major in military in- 
telligence during the recent war. 
was awarded the legion of merit. 


He 
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Franklin Advances 
Frederick, Dobbs 


Franklin Life has advanced R. A. 
Frederick, secretary, to vice president- 
secretary and Hoyt N. Dobbs of the 
investment department to assistant 


treasurer. 
Mr. Frederick joined Franklin in 1923, 





R. A. Frederick’ H. N. Dobbs 


shortly after his graduation from the 
University of Illinois. Since then he has 
served as assistant actuary, assistant 
secretary and since 1943 as secretary. 
Besides his current duties, he will serve 
as administrative assistant to Charles E, 


Becker, president. 

Mr. Dobbs joined Franklin’s invest- 
ment department last July. A graduate 
of Vanderbilt University, he was for a 
number of years associated with Pru- 
dential’s mortgage, legal, and property 
departments. He was a naval lieutenant 
commander and then for three years 
was with the H. S. Kress Co. He be- 
comes a member of the finance com- 
mittee. 


J. H. Cline to Home Office 


J. H. Cline, for the past 3% years 
manager of John Hancock’s Indianapolis 
group office, has been promoted to as- 
sistant director of sales and service.in 
the home office group department.: 

Vincent R. Strohm, who for the past 
few years has been operating out of the 
Detroit group office, succeeds him. He 
has had over 12 years’ service with John 
Hancock. 





Atlantic Names Daniel 


Rawley F. Daniel has been appointed 
agency supervisor of Atlantic Life. 
1941 graduate of University of Rich- 
mond, he was formerly an agent at 
Richmond for Monarch Life. 


Named by Nat'l Security 
W. T. Grant, chairman of Business 


Men’s Assurance and of its subsidiary, 
National Security Life of Kansas City, 








every requirement. 


Successful Sales Careers 
Depend on Company Cooperation 


By DAVID WARSHAWSKY, District Manager 


At: almost 20 years with 
Reliance, in good times and 
bad, the finest compliment I can 
pay my Company is that if I had 
to make a choice of companies 
over again, I would choose 
Reliance without any hesitation. 


I have learned what genuine, 
live cooperation means. In every 
situation, the Reliance Home 
Office has been on its toes to 
help me meet my requirements. — 
Our wide range of modern life, | 
accident and health insurance 
contracts has given me the kind 
of ammunition I have needed in 
every instance. Our Perfect Pro- 
tection combination has been an 
‘‘ace”’ im meeting practically 


In addition, the support given to the Reliance agents in 
the field through a fine training program plus consistent 
agent level advertising and a steady flow of sales promotion 
materials has been most effective in aiding me to build a 
stable and growing life insurance business. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 








Mr. Warshawsky joined the Feder- 
Benson Agency of Reliance Life in 
1929 and paid for over a million 
dollars of life insurance in his first 
year. A Life Member of the Million 
Dollar Round-Table, his produc- 
tion has earned him the top posi- 
tion among Reliance agents ten 
times in twenty years. 


ingh « Champaign - Charleston 





FIELD OFFICES: Asheville + Atlanta + Balti 
Charlotte - Chattanooga - 
Houston + Jackson + Jack ille « 


Iahnet, 





Miami 





Chicago + Cincinnati * Cleveland + Dallas + Detroit + Harrisburg 
+ Los Angeles * Louisville - Mortinsburg - Memphis 
+ Minneapolis * Norfolk + Philadelphia - 
San Antonio « San Francisco - Seattle - Tampa * Washington, D.C. + Wilkes-Barre 


Pittsburgh « Richmond « St. Louis 
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Growing, GROWING, GROWING ... For forty friendly 
years ... The B.M.A. Protection Plan...Has been allaying 
fears... Now its fame is nation-wide... And its friends are 

everywhere ... And when you need pro- 
tection. ..B.M.A. is “ALL- WAYS” there. 


THE HOME OF COMPLETE PROTECTION 
B. M. A. BUILDING e KANSAS CITY, MO. 














A philosophy 


that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 
operations. 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 


increasing esteem by prospects and policy- 
holders. 





has been elected a director of the latter 
company, as has D, W. Newcomer, III, 
of D. W. Newcomer Sons. A. S. Cart- 
wright, who has served as agency direc- 
tor, was named vice-president and Paul 
Stark was made assistant secretary. 


Hackney Retires, 
Lyman Secretary 


Louis R. Lyman has been appointed 
secretary of Travelers’ life department, 
succeeding C. Ar- 
thur Hackney, who 
has retired. 

May, as- 
sistant superintend- 
ent of group sales, 
who has been with 
Travelers since 
1917, also retired. 

Mr. Lyman has 
been with Travel- 
ers since 1914 ex- 
cept for service in 
the first world war. 
He has been un- 
writer, chief under- 
writer and, _ since 
1935, assistant secretary of the life de- 
partment. 

Mr. Hackney is a Yale graduate and 
veteran of the first war. He joined 








L. R. Lyman 





Cc. A. Hackney 


Ss. S. May 


Travelers in 1919, becoming assistant 
life department secretary in 1924 and 
secretary in 1946. 

Mr. May has been with Travelers in 
Atlanta, Detroit, Pittsburgh, and Char- 
lotte, N. C. He was Charlotte manager 
from 1921 to 1924, when he went to the 
home office as an agency assistant, later 
becoming superintendent of agencies 
and, in 1941, assistant superintendent of 
group sales. 


Continental Ups 
Rinker, Rodemeier 


Continental Assurance has_ elected 
Paul H. Rinker vice-president in charge 
of the group life department. 

John M. Rodemeier becomes manager 
of group sales. He succeeds Robert 
W. Weddell, who is returning to St. 
Louis to join the Portney-Soloman 
agency, as reported in last week’s issue. 

The group permanent department will 
continue to be the undivided responsibil- 
ity of Peter Hondorp. 

Mr. Rinker has spent his entire career 
of 24 years with Continental Assurance, 
most of it in the group department. He 
has been assistant vice-president in 
charge of the department since 1942. 





State Mutual Gives 
Officer Rank to 3 


State Mutual Life has advanced 
Charles V. Booth, assistant registrar, 
and James E. Bris- 
tol and John R. 
Fitzpatrick, agency 
supervisors, to off- 
cer status, 

Mr. Booth joined 
State Mutual after 
graduation from 
Brown University 
in 1930 and _ be- 
came assistant reg- 
istrar in 1946. He 
has served as presi- 
dent of the State 
Mutual Fellowship 
Club and editor of 
the staff publica- 
tion He is an L.O.M.A. associate. 

Mr. Bristol, an alumnus of Rutgers, 
joined Prudential as a debit agent in 
Paterson, N. J., in 1934, later being 


Cc. V. Booth 





J. E. Bristol 
made assistant manager in the metro- 


J. R. Fitzpatrick 


politan New York area. He was in 
agency work in the home office for six 
years more and joined State Mutual’s 
agency department in 1945. 

Mr. Fitzpatrick, a Dartmouth gradu- 
ate, entered life insurance in Boston 
with ‘Mutual Life and was for 12 years 
in personal production and agency su- 
pervision. He joined State Mutual two 
“years ago. He served overseas and is a 
lieutenant-colonel in the air force re- 
serve. He is a C.L.U. 


NLRB Head Dissents 


WASHINGTON—Chairman Herzog 
of the national labor relations board has 
disagreed with the majority decision of 
the board, which delayed voting among 
Prudential industrial agents hitherto 
represented by United Office & Profes- 
sional Workers to permit local unions as 
well as the national UOPWA, to file 
non-communist affidavits. Mr. Herzog 
has taken the position that compliance 
with the non-communist affidavit re- 
quirement of the Taft-Hartley law 
should apply only to those locals actual- 
ly engaged in collective bargaining on 
behalf of the employes in the bargain- 
ing unit, which in this case consists of 
31 states. He recommends a hearing to 
ascertain the practice in the industry in 
this respect. His dissent is in line with 
the UOPWA position. 


Jerry A. Brown has retired as district 
manager at Norfolk, Neb. for Equitable 
Society. Max A. Pflug of Norfolk and 
Sigmund Armbruster of Stanton suc- 











ceed him. Mr. Brown will continue to . 


handle his personal business. 











Equitable Life of lowa 


Founded in 1867 in Des Moines 





salary and unlimited opportunity. 





WANTED—A Field Supervisor 


A fast growing Southern Company, over 45 years of age, in an ex- 
pansion program, is desirous of adding two Field Supervisors. Duties will 
be to induct new General Agents and assist in the training and supervision 
of agency force. Must be willing to travel. Preferably ages 30 to 45. Good 


In reply give full information as to experience, marital status, financial 
status and age. All repligs will be treated in strict confidence. 


Reply to Box T-37 


THE NATIONAL UNDERWRITER 
175 W. Jackson Blvd., Chicago 4, Illinois 














Februar 
—_— 


—_-" 
Hosp! 
Provi 
Hosp 
pared t' 
not full 
sociatio 
Royal | 
forum ‘ 
writers 
the 21- 
year in 
70 days 
or sick 
elimina 
sible a 
to elim 
diate a 
A si 
showec 
mum | 
82% of! 
limit « 
longer 
ment O 
pital b 
made | 
R. | 
said it 
rely S 
existin; 
waiting 
ditions 
matern 
comple 
Family 
A fa 
ents’ r 
valuab 
prospe 
compa! 
those 
nated 
leaving 
ing te 
middle 
desire 
provid 
G. § 
cussin: 
age si 
that a 
policy 
tion W 
Frec 
that a 
princif 
can g 
proble 
family 
frame’ 
policy 








XUM 


ty 11, 1949 
=== 


ives 
3 


advanced 
registrar, 





Booth 


ciate. 

Rutgers, 
agent in 
er being 





batrick 


metro- 
was in 
for six 
futual’s 





February 11, 1949 


LIFE INSURANCE EDITION 


15 








ACCIDENT AND HEALTH 





—_- 


Hospital Insurers Must 
Provide for Shock Losses 


Hospitalization insurers must be pre- 
pared to assume shock losses which are 
not fully assumed by the non-profit as- 
sociations, P. J. Burns of Eagle-Globe- 
Royal Indemnity said at the educational 
forum of the Bureau of A. & H. Under- 
writers in New York ‘City. Instead of 
the 21-day confinement limit in any one 
year insurers must be prepared to offer 
70 days as a minimum for each accident 
or sickness, he said. He also advocated 
eliminating as many exclusions as pos- 
sible and designing the waiting period 
to eliminate the moral hazard of imme- 
diate anticipated loss. ; 

A study by a company committee 
showed that few companies use a mini- 
mum period of hospital confinement, 
82% of the forms examined providing a 
limit of 60 days of confinement and 
longer and 53% providing for flat pay- 
ment of the purchase limit of daily hos- 
pital benefit irrespective of the charges 
made by the hospitals for confinement. 

R. E. Ryan of the same companies 
said it is a mistake for the insurer to 
rely solely. for protection on a pre- 
existing existing condition exclusion, 
waiting periods for more common con- 
ditions and limited payments in case of 
maternity, since underwriting should be 
completed before a policy is issued. 


Family Form More Salable 


A family form of policy or a depend- 
ents’ rider for individual policies is very 
valuable in soliciting hospital expense 
prospects, R. W. Carey of the same 
companies said. Good prospects include 
those whose insurance has been termi- 
nated under a group plan because of 
leaving employment or the group’s be- 
ing terminated, also individuals in the 
middle and higher income brackets who 
desire additional coverage over that 
provided by Blue Cross. : 

G. S. Parker, Preferred Accident, dis- 
cussing family expense hospital cover- 
age said that state laws vary so widely 
that at least 26 variations of a basic 
policy would be needed to obtain na- 
tion wide approval, 

Fred Corby, Home Indemnity, noted 
that application of the dependent rider 
principles to health and hospital policies 
can go a long way toward solving the 
problem of multiple policy forms and 
family expense policies within the 
framework of the present individual 
policy forms. 


Lebby Chicago Speaker 


William E. Lebby of Los Angeles 
will address Chicago A. & H. Assn. 
Feb. 15 on “Building a Unique Agency 
to a Million Dollar Premium Income.” 
Mr. Lebby, who is celebrating this 
month his 30th anniversary in the A. & 
H. business, in addition to being Cali- 


fornia state manager of Massachusetts 
Indemnity, conducts what was the first 
multiple-company exclusive A. & H. 
general agency in the country. He has 
long been prominent in association and 
industry activities. 

The association also will honor C. O. 
Pauley, just named managing director 
of H. & A. Underwriters Conference. 


“All-Private” UCD Bill 
in State of Washington 


SEATTLE—An “all-private’ UCD 
bill has been introduced in both houses 
of the Washington legislature, with the 
backing of Washington Assn. of Insur- 
ance Agents and other insurance groups, 
It is in competition with the so-called 
“optional” bill backed by Washington 
State Federation of Labor, which is a 
cross between the California and New 
Jersey laws. 

The proposed “all-private” bill pro- 
vides that if the majority of employes 
of a firm express a desire for coverage 
the employer must arrange for a plan. 
However, no state fund will be created. 
Coverage could be secured from com- 
mercial insurers or the employer could 
qualify as a self-insurer. 

One of. the direct sponsors of the new 
bill is a Republican and the other a 
Democrat. 


‘48 a Good Year for A. & H. 
Insurers, Figures Indicate 


Preliminary figures indicate that 1948 
was a good year for A. & H. and hos- 
pitalization insurers. There were fewer 
automobile deaths, even without allow- 
ing for the increased population. The 
presence of old cars has been less of a 
menace than was forecast, the worst of- 
fenders being drivers of new cars going 
too fast. Safety campaigns and improved 
law enforcement have helped materially 
in reducing auto deaths in the last 
decade. ’ 

On the health side there were no epi- 
demics, the expected influenza plague 
having thus far failed to materialize. 
The “wonder drugs” have relegated 
pneumonia to a relatively minor place. 
The high level of employment favored 
claim experience. Claims were fewer 
and shorter in duration. 


Tenn. Medical Plan Ready 


NASHVILLE—tThe Tennessee pre- 
paid surgical insurance plan has been 
completed and may be put in operation 
as early as March 1 if the insurance 
companies can get policies ready for is- 
suance by that date. A special com- 
mittee of Tennessee Medical Assn., 
meeting here, completed a fee schedule 
and will be responsible for the coopera- 
tion of physicians and surgeons in the 
plan. All policies will carry the state- 
ment that “the benefits of this policy 




















THE SATISFIED AGENT— 
A ULLICO OBJECTIVE 


The Union Labor Life Insurance Company knows it can best 
serve the public interest only with a satisfied Agency Force. 


That is why ULLICO takes such pains in providing its agents 
with a variety of plans and specialized leads. 


A satisfied agent means more than satisfactory business. 


The UNION LABOR 
Life Insurance Company 
* 570 Lexington Avenue, New York 22, NY 





are accepted and approved by Tennes- 
see State Medical Assn.” They will be 
offered to individuals with incomes not 
exceeding $2,400 and families not ex- 
ceeding $3,600. 


Md. School Accident Plan 


Maryland state board of education 
has submitted to parents of school 
children a proposal under which the 
children will be protected by accident 
insurance while at school. 

The plan would provide $250 medical 
expense for a $3 annual premium and 
would be voluntary. It will not be put 
into effect unless 26% of the school 
children in the state enroll. Coverage 
would be provided on the children from 
the time they leave home until they re- 
turn in connection with any _ school 
sponsored activity. The plan would be 
handled by a private company. 


R. R. Department Men Confer 


Pacific Mutual Life railroad depart- 
ment field supervisors and managers 
were at the home office last week to 
discuss sales plans, policy coverage and 
other problems peculiar to that business. 
Participating in this conference were 
Managers T. J. O’Neil, Chicago, and 
E, Stanley Smith, Los Angeles, and 
Field Supervisors Oscar James, A. E 








McKee, Ray Palmer and R. D. Smith, 
with Vice-president Cary Groton in 
charge of the conference. 


Disability Course in N. Y. 


A course in disability insurance is 
now being offered by Insurance Society 
of New York, commencing Feb. 10 and 
held Thursdays from 5:30 to 7:30 
p.m. for 15 weeks. Designed for attor- 
neys, insurance agents and brokers and 
company employes especially interested 
in A, & H. in the greater New York 
area, it will treat underwriting, rating, 
claims, the A. & H. market and unem- 
ployment disability. Francis T. Curran, 
in charge of the statutory disability divi- 
sion Loyalty group, is the instructor. 


Rolph Detroit Speaker 


Richard Rolph, manager of Mutual 
Benefit H. & A. at Grand Rapids, ad- 
dressed Detroit A. & H. Assn. Feb. 8 
on “The Man in Salesmanship.” 











Named Blue Cross Consultant 


WASHINGTON—W. R. William- 
son, former actuary of the social secur- 
ity board, has been named a consulting 
actuary by the Blue Cross-Blue Shield 
organization. He was with Travelers 
for many years. 





How's This for a Compelling 
Sales Approach? 


%*& This policy doubles, even for natural 
death, within the first six year period. 


tk If the policyholder dies after the 
sixth year and at any time from the sixth 
through the twentieth, the full face 
amount of $10,000 will be paid the bene- 
ficiary, plus a return of every cent of the 
annual life insurance premiums — even 
those paid during the six year period 
when the policy would have doubled had 
death occurred, even from natural causes. 
%& For a small additional premium, in 
case of accidental death within six years, 
that same policy would bring to the ben- 


distinctive policy. 


¥% Here’s a New Sales Idea! * 


Suppose we would deed a $10,000 home to 
your wife to live in, and another $10,000 
home, across the street, to rent— 

... if you die within 6 years 


The Bankers Special Policy Has Amazing Features 


(These examples based on a $10,000 policy at age 35) 


The Bankers Special Policy is a great door-opening . . . ice-breaker .. . 
interest-shaker . . . and sales-producer. We have a 
for our agents to make it easy to introduce and sell this different and 


Would You, also Like to Reach STARDOM? 


eficiary $30,000, or three times the ulti- 
mate amount of the policy. 


¥& If the policyholder lives beyond 
twenty years, he may continue to carry 
the insurance for its ‘ultimate amount for 
as long as he lives at the low rates with 
which he started. In other words, the 
rates never change, even though during 
the first six years the policy pays double 
in event of death, and from the sixth 
through the twentieth years the face of 
the policy, plus a return of all the life 
insurance premiums, will be paid to the 
beneficiary in the event of death. 


ecial presentation 


alae 





dential. 


In addition to the Bankers Special Policy, among other popular policies 
for various ages and occasions, you can 
PLETE COVERAGE PACKAGE OF INSURANCE — life, accident, 
health, hospitalization. You likewise have the privilege of using our 
highly productive MIRACLE-LEAD LETTER and our other tested lead- 
getting and sales-making methods. Write for our intriguing plan and 
learn of the general agencies still available. All correspondence confi- 


Hugh D. Hart, Vice-President and Director of Agencies 


Illinois Bankers Life Assurance Co. 


Monmouth, Illinois 


also offer an unique COM- 











“THE HAPPIEST INSURANCE FAMILY IN AMERICA” 


* 
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L. A. Congress April 7 Angeles school system as a part of the Discuss Cal. Legislation Northern New Jersey—Russell B | Deny 
hools’ j H Knapp, associate general agent of th e. 
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With a Bankers Mutual Life contract, surance and How Much.” if! 1948. Presentation Pagers: ia 
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e oe spoke on closing motivation. A com- March. 
and Policyholder $s Company where mittee was named to arrange for a sales 
te congress March 5. Earl Reinke, regional . 
the Agent reigns supreme”. field training manager for Metropolitan N. Y. City Realty Assessments 
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XUM 


ry 11, 19. 


———_—_— 
nake them 
them fee] 


lows nig 


with you,” 


ussel] 


nt Of the 
Benefit 
CUSS Prog. 
n in New. 
1 meeting 
New York 


al 


Mutual. 


, aSSistant 
onnecticut 
or Of the 
le Feb. 17 
evelt. His 
ance—the 
will vote 


providin 


u director 


ion’s sj 


has been 


ld day, t 


in near. 


al to b 
ership j 


Ss at th 


22° at the 
sester O, 


a Life a 
N.A.L.U, 


tern Mu- 


roducer 


nager of 


Society, 
. Feb. 14 
associa- 


ve been 
ite sales 
nati as- 
ker will 
ident of 
praising 
e: M. E. 
n. “The 
ugh A 


dvertis- 
e Thir- 
iderson, 
; =6City, 





49 


ht 


B, 


& 


x 


o 


e 
Ss 


t 





XUM 


February 11, 1949 


LIFE INSURANCE EDITION 


17 








GENERAL AGENCY NEWS 





Denver Wins K. C. Life’s 
Agency Building Award 


Kansas City Life’s agency building 
award for 1949 was presented to the 
J. T. Allen agency in Denver by Presi- 
dent W. E. Bixby. The H. M. Alton 
agency and E. E, Boucher agency of 
Phoenix and Lansing, respectively, re- 
ceived honorable mention. Mr. Alton 
was present for the occasion. 

More than 80 state, civic and business 
leaders of this area attended. Speakers 
included O. Sam Cummings, Dallas 
general agent, and T. M. Dines, presi- 
dent of United States National Bank of 
Denver. C. W. Arnold, vice-president 
and superintendent of agencies, was 
chairman. 

The agency building award is pre- 
sented to the general agency that has, 
during the preceding year, led all agen- 
cies in expanding and developing the 
services of life insurance to the public. 
Many factors were considered in select- 
ing the agencies to receive the award and 
honorable mention. They included vol- 


‘yme of business, public satisfaction as 


evidenced by renewal of existing busi- 
ness, enlistment of new representatives 
and training and education of new and 
experienced representatives, and the ex- 
tent of participation of the agency and 
its representatives in the affairs of the 
communities they serve. 


Oshin Agency Leads Home 


The Clarence Oshin agency of Home 
Life of New York in New York City 
led the company in 1948. The agency 
also included the company’s leading 
agent, Louis Freedenberg, and three 
others who ranked among the first 15. 

John H. Evans’ agency, also in New 
York, placed second. The Washington 
agency, managed by Vernon W. Holle- 
man, was third. The Chicago agency 
headed by A. R. Klein was fourth, and 
the Detroit agency, of which Arthur D. 
Sutherland is manager, was fifth. 

While 1948 sales were 17% less tha 
the all-time high of 1947, when some 
policy changes were made, it was 
Home’s third highest year. Last year 
was also the fifth consecutive year that 
new business exceeded 10% of insur- 
ance in force at the beginning of the 
year. In 1948 it was 12%. Agents under 
the incentive salary plan, including new 
men in the business less than a full 
year, had an average paid production of 
$308,300 for the year. 


Richardson's Ratio Highest 


The Lexington, Ky., agency of Mu- 
tual Benefit Life, headed by Edgar 
Richardson, won top honors in sales in 
relation to sales potential, a figure de- 
rived from the ratio of buying power 
of the agency territory to that of the 
total company territory. The buying 
power figure is based on the net, effec- 
tive income as indicated annually by 
“Sales Management” magazine. The 
agency’s production for 1948 was 344% 
of the territory’s sales potential. 

Other general agents with high ratios 





were Paul W. Cook, Chicago, with 
320%, Robert E. Olmsted, Providence, 
with 267%, Raleigh R. Stotz, Grand 
Rapids, 256%, and Solomon Huber, 
New York City, with 255%. In all, 25 
Mutual Benefit agencies went over 
100%. 


Oakland Leads N. E. Mutual 


New England Mutual’s Oakland 
agency won the 1948 President’s Trophy. 
The agency, headed by Frank W. Ded- 
man, had the best over-all record in 
new business, gain in in-force, full-time 
appointments, volume from first-year 
men and man-month production. “Hon- 
orable mention” certificates went to 
Charlotte, Newark, Seattle, and Topeka. 


Laramore Led Penn Mutual 


Walker Laramore of the Pomeroy 
agency of Penn Mutual in Miami led 
the company in volume for 1948 with 
$1,602,000. He left the general con- 
tracting business in 1933 to go with 
Penn Mutual and during the war was 
a lieutenant-commander in the navy air 
corps. Of his 328 cases 304 were on 


business in January than any January 
in its history. 


Vogel Agency Wins Trophy 

The W. S. Vogel agency of Colum- 
bian National Life at Newark will be 
given a dinner by the company Feb. 15 
in recognition of winning the “victory 
trophy” for the greatest production the 
last two months of 1948. This makes 
the eighth time that the agency has 
won that trophy. 


Pacific Mutual Winners 


Winning agencies in the 1948 inter- 
agency contest of Pacific Mutual are 
A. O. Krauel, Los Angeles, in group 1; 
Rex N. Rafferty, Indianapolis, group 2; 
Jul B. Baumann, Houston, group 3; 
Rexford M. Truesdell, Pasadena, group 
4; Seth R. Ellis, Deadwood, S. D., 
group 5, and Robert R.-Root, Spokane, 
group 6. 


Award to Wichita Agency 


The Wichita agency of Bankers of 
Iowa was awarded the company’s 
“agency gains” contest award at a din- 
ner meeting. R. H. Cherry, San An- 
tonio, assistant superintendent of agen- 
cies, made the presentation to J. A. 
Reinhart, Wichita manager. 








salary allotment. He leads the company 
in lives as well as volume. Penn Mu- 
tual had 14 million dollar producers last 
year. Ralph E. Carpenter, Jr., ew 
York City, produced the largest volume 
including annuities, 


Munro Agency Has Rally 


The San Francisco agency of Union 
Central, headed by D. W. Munro, held 
a business conference at which Frank 
W. Bland, Pacific Coast manager of 
THe NATIONAL UNDERWRITER, was the 
principal speaker. Agency members on 
the program were G. C. Bagby, Fresno; 
T. W. Chidlaw, Chowchilla; R. E. 
Giorgi, San Mateo; and J. W. Wouden- 
berg, San Francisco. C. A. Filippini, 
Crows Landing, was presented a foun- 
tain pen commemorating his 25th an- 
niversary with the company. Mr. 


n Chidlaw received a plaque for leading © 


the agency in 1948. 


Hugh Bell Leads Again 


The Hugh S. Bell agency at Seattle, 
for the fourth consecutive year, led 
Equitable Life of Iowa with a total pro- 
duction of $4,638,145. Practically all of 
this was from 12 men. Ray E. Fuller, 
agency vice-president, was host at a 
victory dinner and presented the agency 
its certificate of leadership. It was an- 
nounced that O. L. Johnson, Tacoma, 
had passed the 1,000 app-a-month mark 
and J. M. Utter will pass this goal dur- 
ing the next month. 








Buffalo Agency Hears Lyter 


At the annual dinner of the Jack 
O’Bannon agency of Connecticut Mu- 
tual Life at Buffalo, Frederick O. Lyter, 
superintendent of agencies, spoke on 
“As the Company Views 1949.” 





The R. G. Leuzinger agency of Ohio 
State Life at Columbus produced more 





r 


supervisory experience. 
vation activities. 


office agency department. 
connection. 
Best credentials. 





AVAILABLE 


Executive 53 years old, in excellent health, familiar with every 
phase of home office life insurance work; with considerable field 
Particularly well fitted to direct conser- 
Qualified also to serve as agency secretary 
and publié relations officer. Permanently employed as head home 
Good reasons for considering new 
Free to go anywhere. 


Address T-26 
The National Uhderwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 


\ 


No objection to traveling. 








Salinger agency is the 





Lillian F. Douglass of the Einstein & 
first woman to 


qualify for Mutual Benefit Life’s Na- 


tional Associates, top 25 agents in the 
President’s Club, ranking 15th. 


Pendleton at Los Angeles 

Rice L, Pendleton, assistant secretary 
of the life department of Travelers, vis- 
ited Los Angeles this week and spoke 
at an agency meeting Feb. 7. 


Bowes Wins Cup 


The Milwaukee agency of Phoenix 
Mutual, managed by Harold F. Bowes, 
has been awarded the directors’ cup for 
its 1948 accomplishment. Agency leader 
for 1948 was Clyde S. Coffel. 








Harris on Steering Group 

Armand Harris of Minnesota has 
been appointed a member-at-large of 
the executive committee of National 
Assn. of Insurance Commissioners to 
fill the vacancy caused by Nellis Parkin- 
son leaving office as Illinois insurance 
director. 


Faculty Dinner for 100 


More than 100 instructors and _ lec- 
turers attended the first faculty dinner 
held by the Insurance Society of New 
York. Arthur C. Goerlich, dean of the 
society’s school of insurance, was m.c. 
Life insurance speakers included Ralph 
H. Blanchard, Columbia University; 
Harry Krueger, Northwestern Mutual, 
and Albert G. Borden, president of the 
society. 
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AGENCY MANAGEMENT 


He can’t properly supervise on the basis 
of experience one to five years old. Also 
he needs the security of a good renewal 





Panel Airs Views 
of Supervisors 


NEWARK — Supervisors want to be 
considered part of the agency’s manage- 
ment and not just employes, it was 
brought out at a panel discussion at a 
meeting of the Northern New Jersey 
General Agents & Managers Assn. 

The supervisor wants to be seeond in 


account. Since he can make more money 
charge, wants to run the agency in the through selling, he should be rewarded 
general agent’s absence, and hence must by being brought along toward having 
be familiar with all of the agency’s his own agency. The manager should 
problems, including personnel and_ fi- let the supervisor carry out some of his 
manent, said G. oe bees ig, em dwn ideas. 
owes agency, New England Mutual. g 

He should take part in training new Morale Is Vital 

men—as distinguished from education— The supervisor's morale is as impor- 
and should conduct at least one agency tant as the agent's, said John Plum, as- 
meeting a year, he said. He believes cicstant manager Campbell agency, Pru- 
the supervisor should sell at least $100,- dential. Learn his views and his gripes, 
000 a year —“‘if he wants to eat.” Only he advised the managers. He suggested 
by selling can he know today’s market. more frequent lunches, dinners, and 












friendly conferences. 

Graham, assistant general agent, 
Humphrey agency of Aetna, said the 
supervisor can be of most use to the 
manager and to himself as a future agen- 









cy head if he gets a broad knowledge 
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1948!—Another 
Good Y ear 
For Pilot Life 


of agency management. He wants to 
help formulate the agency plans as well 
as carry them out. 

More authority should be delegated 
to supervisors, said Gerard Howarth, 
unit manager of the Fritz agency of 
Acacia Mutual. Management should 
also concentrate more on telling the su- 
pervisor the “how” of successful agency 
management rather than merely outlin- 
ing what the manager wants done. 

About 60 attended. E. B. Ames, man- 
ager Phoenix Mutual, was moderator. 
C. W. Campbell, manager Prudential, 
was chairman. 





Pilot Life is proud of its record for '48! 
Assets advanced beyond the $64,000,- 
000 mark—insurance in force climbed 
to over $448,000,000. Mortality was 
low. Interest rates were good. Surplus 
for protection of policyholders is high. 
1949 looms as another year of great 
opportunity to serve the insuring pub- 
lic through sound life insurance service. 


Harrold at Kalamazoo 


Agents can eliminate wasted time and 
make their work more profitable by ad- 
vance selection of prospects, Vernon J. 
Harrold, general agent at Fort Wayne 
of Lincoln National Life, told Kala- 
mazoo Life Underwriters Assn. and 
Kalamazoo Life Managers & General 
Agents Assn. at separate meetings. He 
said prospects should be chosen on the 
basis of ability to meet premiums, good 
health and a favorable disposition. He 
said a helpful program also should be 
offered each prospect. 





Texas President at Austin 


Life Managers Club of Austin, Tex., 
heard President R. N. Lewis of Texas 



































PILOT LIFE 


INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 


Assn. of Life Underwriters present its 
work and its services to the agents. He 
also told of legislative plans. Dexter 
Dickson, president Austin Assn. of Life 
Underwriters, appealed to the managers 
and general agents to support the mem- 
bership drive. John Leach, manager of 
the Austin industrial agency of Amer- 
ican National, also spoke. 


O. F. Stafford, President 











Thurman to Speak Feb. 15 








Arp ASSOCIATION for LUTHERANS 
APPLETON, WISCONSIN 


One of America’s 
Leading Fraternal 


Life Insurance 


Life Agency Cashiers of Chicago at 
a dinner meeting Feb. 15 will hear a 
talk by E. B. Thurman, Jr., New Eng- 
land Mutual, on “The Legal Aspects of 
Beneficiary Clauses.” 


Wilkins Hartford Head 


The General Agents & Managers 
Assn. of Harford has elected Robert E. 
Wilkins, Prudential, president and W. 
Dick Oberholtzer, Manufacturers Life, 
secretary-treasurer. 








Heads Baltimore Managers 


Harry I. Warren, State Mutual, has 
been elected president of the General 
Agents & Managers Round Table of 
Baltimore. Thomas W. Harrison, Con- 
necticut Mutual, is vice-president. Di- 
rectors elected are Richard L. Hyde, 
Union Central; P. E. Ansel, Monarch 
Life; Harry 'N. Stadler, Travelers; and 
William Kenealy, Metropolitan Life. 


Societies 


The Nebraska Life Managers Assn. 
conducted a panel program in Omaha 
on “brotherhood.” Participating on the 
panel were Dick McCann of radio 
station KBON, the Rev. John P. 
Markoe, Rabbi Myer S. Kripke and the 
Rev. Charles E. Tyler. All urged con- 
certed efforts to rid society of racial 
and religious prejudices. 





FRATERNALS 


Illinois Congress Program 
for Feb. 22 Completed 


Complete program for the annual 
meeting of the Illinois Fraternal Con- 
gress Feb. 22 in the Morrison hotel, 
Chicago, was announced this week by 
J. C. Phillips, Modern Woodmen, Rock 
Island, Ill., the president. There will 
be morning and afternoon sessions 
with a luncheon. 

W. Midkiff, president of W. O. 
W., Denver, past president National 
Fraternal Congress, will deliver the in- 
vocation, and Mrs. Jeanie Willard, 
Woodmen Circle, Omaha, N. F. C. presi- 
dent, greetings. Otto Hanson of Svit- 
hiod, Chicago, will respond. 

At the luncheon, Dr. J. O. Christian- 
son, head of the school of agriculture, 
University of Minnesota, is to speak on 
“Rediscovering America.” In the after- 
noon, Phil S. Hanna, business column- 
ist Chicago “Daily 'News” will speak 
and a panel on “Lapsations and Cash 
Outs” will follow. Much discussion of 





legislation probably will take place, this | 


being one of the chief functions of the 
congress. 


Miss Dolan Takes No. 1 
Place in Woodmen Circle 


Miss Bessie Dolan, state manager of 
southwest Texas for Woodmen Circle, 
was the society’s outstanding producer 
in 1948. She exceeded all goals assigned 
and produced more than $1% million 
insurance in her territory; also leading 
the jurisdiction with the largest junior 
production. 

Mrs. Hazel D. Godlove, state man- 
ager of southeast Texas, had a produc- 
tion of $775,250. Eight other state man- 
agers bettered the half million mark. 


N.F.C. Committees to Meet 


The executive committee of the Na- 
tional Fraternal Congress will meet at 
the Morrison Hotel, Chicago, Feb. 21, 
the day before the annual gathering of 
the Illinois Fraternal Congress there. 
The law committee is to hold a session 
at the Morrison the 22nd. 





John W. Young, 66, Hanover, Pa., 
past national and state president of 
Fraternal Order of Eagles, died at 
Washington Sanitarium, Takoma Park, 
Md. He had been in poor health three 
years. 


Lead American Mutual 


M. J. Law, general agent at Chicago, 
was American Mutual Life’s 1948 paid 
premium leader, earning the presidency 
of the production clubs. Masayuki Oka- 
zaki of the Hawaiian agency was sec- 
ond and is vice-president of the pro- 
duction clubs. 

The Hawaiian and Oklahoma agen- 
cies were co-winners of the 1949 Presi- 
dent’s Trophy, the company’s top 
award, given for excelling in paid pro- 
duction, quality of business and agency 
building. 

H. W. Scott of Bird Island, Minn., 
was 1949 persistency leader, with a 
100% record for 1948. 

Sixty-one qualified for the production 
clubs; 17 earned membership in the 
President’s Club, and 44 qualified for 
the Convention Club. All will win ex- 
pense paid trips to the convention to be 
held at Breezy Point Lodge, Minn., in 
June. 


Drop N. C. Intangibles Tax 


RALEIGH, N. C.—The joint finance 
committee of the North Carolina legis- 
lature has adopted a budget amendment 
which would exempt out-of-state insur- 
ers from having to pay the state intan- 
gibles tax of 10 cent per $100 on money 
on deposit. 

It was pointed out that these com- 
panies pay the 242% gross premium tax. 
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SALES MEETS 


COMPANIES 





Phila. Life G. A.s 
Hold Annual Rally 


General agents of Philadelphia Life 
held their annual three-day meeting at 
Atlantic City, N. J. There was_ban- 
quet and a testimonial luncheon to Pres- 
ident William Elliott. 

The meeting’s theme was nonpartic- 
jpating insurance and the advisability 
of ownng guaranteed low-cost life in- 
surance in light of today’s economy. 

Bertram S. Balch, superintendent of 
agencies was chairman of the business 
sessions and conducted the question and 
answer periods, assisted by 3 
George, assistant to the president. Mr. 
Balch said Philadelphia Life’s increase 
in business in 1948 exceeded 30%, coun- 
ter to the industry trend. 

Mr. Elliott said the public today de- 
mands and is entitled tothe maximum 
protection for its premium dollar. 

Sol Lilienfeld, Atlantic City, was host. 
Theodore Knapp, executive vice-presi- 
dent, discussed financial aspect of the 
company. Other speakers included Jack 
Wardlaw, Raleigh, N. C.; John Milne, 
actuary; Martin Kohn, Philadelphia; Dr. 
T. M. Armstrong, medical director; Dr. 
D. B. Schweiger, executive underwriter; 
N. A. J. Loose, Lancaster, regional man- 
ager, and Russel G. Gohn, of York, Pa.; 
G. J. Priest, Collingswood, N. J., and 
Ed Schweriner, Philadelphia; A. C. 
Heim, Minnesota manager; Robert 
Kruh, Newark; D. E. Edmondson, Dan- 
ville. Pa., and Paul S. Miller, general 
agent for Delaware. 


Bankers, Neb., G. A.s Meet 


General agents of Bankers Life of 
Nebraska held a week’s meeting at Lin- 
coln. Howard S. Wilson, president, re- 
viewed 1948 activities. During the year 
the new business produced amounted 
to $38,009,447, a new high. This brought 
insurance in force to $239,239,957. 

. H. Heyl, agency vice-president, 
presided. Other speakers included L. E. 
Corp, assistant secretary and registrar; 
W.-E. Price, chief underwriter; Thomas 
H. Pansing of the legal department; 
John H. Ames, vice-president and ac- 
tuary; E. S. Wescott, agency assistant 
and sales promotion manager; Henry 
W. Fouts, agency assistant and super- 
visor of training, and E. K. Peterson, 
agency secretary. 


Guarantee Mutual Meet 


Guarantee Mutual was host to 35 gen- 
eral agents from 15 states for a four 
day conference. A new agents’ financing 
plan was introduced. Plans were dis- 
cussed for promoting the new accident, 
sickness and hospitalization coverage. 


_United Fidelity Life’s annual conven- 
tion at Dallas was addressed by A. R. 
Jaqua, Southern Methodist University, 
and Vernon Singleton, vice-president. 
Jerry Wertheimer ‘ was production 
leader for 1948. 


Taft with Pacific Mutual 


Stephen S. Taft has been appointed 
superintendent of Pacific Mutual’s group 
department. He was formerly with 
John Hancock as manager of group 
sales and before that with Aetna Life. 
me is an engineering graduate of Har- 
vard. 
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To Home Office 








Charles T. Clay- 
ton, whose election 
as vice-president of 
Liberty National 
Life was reported in 
last week’s issue, has 
been with the com- 
pany since 1929 as 
agent, field super- 
visor, manager and 
most recently as di- 
vision manager of 
all Tennessee offices. 





On Legal Reserve Basis 


Standard Life & Accident of Okla- 
homa City has been reorganized as an 
old line legal reserve company. 4 
Emerson continues as president and 
W. R. Savage as secretary. The new 
directors include the president, Byron 
Boone, Tulsa attorney; Ralph C. Heard, 
vice-president Tri-State Fire; Perry D. 
Inhoff, president Tri-State Casualty; 
J. V. Mosley, Duncan, secretary Uni- 
versal Life & Accident; F. M. Petree, 
Oklahoma City, president Home Mort- 
gage & Investment Co., and Leonard 
H. Savage, Oklahoma City, Savage, 
Gibson & Benefield, attorneys. 





Boosts Average Size Policy 


Provident Life & Accident’s average- 
size ordinary life policy for 1948 was 
$5,089, as against $3,628 for 1947. Provi- 
dent’s ordinary paid-for for 1948 showed 
an increase of 63%. 





An annual dividend of 60 cents a 
share, the same that has been paid in 
recent years, has been declared by New 
bag Life for stockholders of record 

eb. 8. 





Twenty-seven persons in the Pacific 
Mutual home office had their sugges- 
tions for improved operations accepted 
in 1948, receiving cash rewards of $1,272, 
ranging from $205 down to $25. 


Prudential Employes Get 
$38,855 for Suggestions 


For suggesting methods to improve 
company operations and service to pol- 
icyholders, approximately 2,100 home 
office and field employes of Prudential 
received $38,855 in awards during 1948. 
Figures do not include the western 
home office which has its own employe 
suggestion system. A total of 9,316 sug- 
gestions were submitted. Some are still 
awaiting decision. Approved suggestions 
won cash awards ranging from $5 to 
$1,500. 

Estimated monetary savings will ap- 
proximate $400,000 annually and in ad- 
dition many suggestions will result in 
intangible benefits such as improved 
service to policyholders and field staffs. 
At a recent home office ceremony, the 
1948 “president’s suggestion plaque” 
was awarded by Carrol M. Shanks to 
the claim inspection division, which had 
the highest suggestion point score for 
the year. 


N. Y. Bill Seeks Health Cover 


Among the bills submitted in the 
New York legislature is one calling for 
statewide health insurance. The plan is 
not expected to get much_ support. 
Though several disability benefits meas- 
ures have been introduced none is ex- 
pected to receive much attention until 
the report of the joint legislative com- 
mittee headed by Assemblyman Mailler 
is submitted. That group is expected to 
support a plan which will provide for 
private carriers to compete with the 
state fund, Labor spokesmen seem to 











have given up their drive for a state 
fund monopoly. 

Another bill, one which has been 
coming up for a number of years, calls 
for a 3% interest limit on life policy 
loans. The bill never made much head- 
way. It is, however, a favorite subject 
with Senator Leo Friedman, Brooklyn 
Democrat on the Mahoney committee. 


Retail Credit Co. Names 
Three Vice-Presidents 


Retail Credit has advanced H. F. 
Thomason to vice-president and Charles 
M. Watt and W. H. Yandell to resident 
vice-presidents, with headquarters in San 
Francisco and Chicago respectively. 

Mr. Thomason joined Retail Credit 
in 1927. He has been in the home of- 
fice in Atlanta since 1945, and will con- 
tinue to be associate operating manager. 

Mr. Watt joined Retail Credit 24 
years ago in Pittsburgh and has served 
also at Atlanta and Dallas. He has 
been division manager on the Pacific 





Coast for five years and will continue in 
that capacity. 

Mr. Yandell joined the company in 
St. Louis in 1920. He has been division 
manager at Chicago since 1946. He will 
continue to be northwest division man- 
ager. 


Union Central Wins in 
Suit Against Mutualization 


CINCINNATI—The ffirst district 
court of appeals has affirmed the com- 
mon pleas court at Cincinnati in sus- 
taining a demurrer filed by attorneys 
for Union Central, opposing the suit 
of minority stockholders seeking a 
higher price per share for their stock 
than provided in the mutualization pro- 
gram approved in 1941. The demurrer 
pointed out that in 1948 common pleas 
court held that to sustain a claim that 
the mutualization plan had become out- 
moded would, in effect, repeal the mu- 
tualization statute by judicial decision. 





7am 





ii 
, 











THE OLD RELIABLE °* 


SINCE 1891 € 








HOME OFFICE ~ ATLAWTA 





1. All standard forms of Life 
(ages 0 to 60) 


(ages 16 to 50) 


Agents. 





THREE BASIC PERSONAL 
COVERAGES FOR YOUR CLIENTS 


2. NON-CANCELLABLE Guaranteed Renewable Health & Accident 


3. NON-CANCELLABLE Guaranteed Renewable Hospitalization 
(Individual or Family—ages 3 mo. to 55) 


a. Medical Attendance Indemnity Rider 
b. Surgical Indemnity Rider 


Liberal 1st & 2nd year commissions, plus 8 regular renewals, lifetime service 
fee, Social Security and Guaranteed Retirement Pension Plan. 


Openings in Minnesota, South Dakota and Iowa for General Agents and 


PIONEER MUTUAL LIFE INSURANCE COMPANY 


SINCE 1868 
_ FARGO, NORTH DAKOTA 














20 


FeNATIONAL UNDERWRITER 


February 11, 1949 





——e 





Revises Aviation Rates 
Equitable Society recently increased 


its aviation rates, bringing them in line 
with the rest of the companies. 





Ralph Hudnut of the Kane agency 
of Massachusetts Mutual Life has been 
ENGLAND 
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THOMAS and TIFFANY | 
CONSULTING ACTUARIES 
211 West Wacker } 'rwe 
CHICAGO 6 
Telephone Franklin 2633 
B. Russell Thomas, A.A.S., A.A.1.A. 
Cari A. Tiffany 














Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinots 
Telephone Franklin 4028 

H 8. Tressel, M.A.1.A. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
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ALVIN BORCHARDT 
Consulting Actuaries 
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Consulting Actuaries 
Auditors and Accountants 


Welfe,Corcoran andLinder | 
116 John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
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VIRGINIA 
BOWLES, ANDREWS & TOWNE 


CONSULTING ACTUARIES 
915 American Bldg., Richmond 19, Va. 


Robert J. Tewne, F.A.S.A., F.A.I.A. 
T. Coleman Andrews, C.P.A., M.A.I.A. 
Thos. P. Bowles, Jr.. F.AS.A., F.A.1A. 























named chairman of a committee to an- 
alyze agents’ contracts in New York 
state by board of field underwriters of 
New York City Life Underwriters Assn. 


Bargaining Role for 
N..A.L.U. Opposed 


(CONTINUED FROM PAGE 1) 
cause he is a member and former chair- 
man of the N.A.L.U. compensation com- 
mittee and was the leading figure in 
the movement of a couple of years ago 
to get more personal producers on the 
N.A.L.U. board of directors. He is a 
militant exponent of the agent’s view- 
point. 

Mr. Nickell pointed out that there are 
hundreds of companies and thousands 
of agents and that circumstances vary 
greatly from one company to another 
and even among different agents in the 
same company. 

“I don’t want anyone else making my 
decisions for me,” he said but added that 
there is no reason why N.A.L.U., as a 
trade association, should not work out 
the basic principles involved in agents’ 
compensation and thoroughly publicize 
them. But as for acting as a collective 
bargaining agent, there is no more rea- 
son why N.A.L.U. should do this than 
for Congress to do it, he declared. 


Problems are Interwoven 


Mr. Nickell, despite his vigorous and 
successful fight to get a greater repre- 
sentation of personal producers on the 
N.A.L.U. board, has no feeling that the 
presence of managers and general agents 
in N.A.L.U. adversely affects the solicit- 
ing agents’ interests. He feels that the 
problems of management and of the per- 
sonal producer are so interwoven that 
there is no essential over-all conflict of 
interests and that splitting the two ele- 
ments would make each weaker and less 
effective in the work to be done, without 
an adequate corresponding gain. To do 
so is a step backward in human relations 
within the profession, he feels. He fa- 
vors the formation and active function- 
ing of agents’ associations within each 
company, but he doesn’t feel that these 
groups should be the so-called “bargain- 
ing agent” for even each company’s 
agents. These associations should func- 
tion cooperatively with management to 
vigorously and emphatically present the 
constructive viewpoint of the field force, 
including the subject of agents’ compen- 
sation. History has shown that manage- 
ment has profited from these associa- 
tions that have existed, in some cases 
Over 25 years. 


Weissman for Company Groups 


_Simon D. Weissman, Equitable So- 
ciety, Boston, N.A.L.U. trustee and one 
of the most outspoken champions of the 
soliciting agent, in a recent talk in De- 
troit urged the creation of an autono- 
mous association of agents in each com- 
pany for collective bargaining. He 
pointed out that N.A.L.U. is not a bar- 
gaining agency but is devoted to find- 
ing common denominators among life 
agents and translating them into poli- 
cies. From there on, he said, there must 
be another medium, namely the com- 
pany association, which can carry the 
ball onward by conferring directly with 
the individual company. 








Wigglesworth Cincinnati 
Manager for Travelers 


Frank Wiglesworth, formerly man- 
ager of Travelers at Cincinnati prior to 
his transfer to St. Louis as manager, is 
returning to Cincinnati to succeed Man- 
ager Richard D. Jervis, whose appoint- 


ment as assistant superintendent of 
agencies was reported in last week’s 
issue. 


George F. Stevens, assistant manager 
at St. Louis, becomes manager. 

Mr. Wiglesworth returned to Cincin- 
nati at his own request. 

Mr. Stevens started with Travelers 
in 1937 in St. Louis and was promoted 
to assistant manager there in 1940. 


Statements Show Up 
Well; Few to Top “47 


(CONTINUED FROM PAGE 1) 


than $2 billion of life insurance in force 
under the continuous active management 
of its founders in less than half a cen- 
tury. Reaching of the $2 billion mark 
was accomplished without reinsuring or 
purchasing other companies and without 
the sale of group except for about $20 
million on its own employes. Assets 
gained $32 million during 1948, up more 
than 13%, bringing assets to $277,250,- 
000. Assets include more than $122 
million of bonds and none are in default. 
Of more than $119 million in mortgages, 
less than a score have past-due interest 
of more than 90 days. Policy reserves 
exceed $242 million. Benefit payments 
in 1948 were $45,700,000. The company 
has a $2% million voluntary reserve 
against possible epidemics or mortality 
fluctuations and $5 million for unusual 
investment fluctuations, the latter fund 
having been increased $134 million dur- 
ing 1948. 

President E. W. Craig announced a 
program under which the company will 
acquire sites and erect its own buildings 
to house its branch offices because of the 
difficulty in obtaining suitable space at 
satisfactory rentals. Buildings are al- 
ready being occupied in Nashville and 
Tulsa. 


NATIONAL SECURITY 

National Security Life of Kansas City, 
a subsidiary of Business Men’s Assur- 
ance, passed the $1 million mark in 
life insurance in force and assets reached 
$122,371. Expansion of the capital 
stock from $25,000 to $100,000 was au- 
thorized. 


NEW ENGLAND MUTUAL 


New England Mutual’s 1948 produc- 
tion was $259 million, second largest 
in its history. The 1947 figure was 
$301,323,247. Insurance in force gained 
$162 million to reach $2,601,000,000 
which is more than double the in-force at 
the end of 1929. Premiums, including an- 
nuity considerations, exceeded $100 mil- 
lion for the first time. Investment in- 
come brought the total to $133 million. 
Benefit payments, excluding dividends, 
were $52 million. Assets at Dec. 31 
were $997 million and since then have 
passed the billion-dollar mark. The 
$13.8 million dividend allocation sets a 
new record. Surplus of $66,455,000 in- 
cludes an investment fluctuation reserve 
of $16 million. Surplus: increased $5,- 
120,000. The average rate of return 
on new investments showed an increase. 


PEOPLES OF IND. 

Peoples Life of Indiana had $20,092,- 
295 in assets at Dec. 31 as against $18,- 
535,273. Surplus to policyholders stands 
at $1,527,073, including a reserve oi 
$827,073 for contingencies. Insurance in 
force is $94,130,192 as against $86,382,- 
420. 


SHENANDOAH LIFE 

Shenandoah Life’s insurance in force 
stood at $359,892,658 at the year-end, 
as against $350,743,508 a year earlier. 
Of the total in force,- $133,724,141 is 
ordinary, the remainder being group. 
New business was $24,963,048 as against 
$27,476,610. Ordinary accounted for 
$15,773,362 in 1948. Benefit payments 
were $4,129,708. Assets increased 11% 
to reach $26,414,718. Voluntary con- 
tingency funds are $1,575,083, up $314,- 
779, while unassigned surplus is $1,200,- 
000, up $100,000. 


STATE MUTUAL LIFE 

State Mutual Life’s total insurance in 
force at Dec. 31 was $1,004,419,166, put- 
ting the company across the billion-dol- 
lar mark before the year-end. Of this 
amount $79,902,999 was group life on 
191,145 persons. New ordinary. busi- 
ness was $94,249,667 or 7.87% less than 
in 1947. 
656,972 in group life sales more than 
offset the decline. 


However an increase of $15,- © 


The average net yield on investeq 
assets was 3.05% and on investments 
made during the year it was 3.48% 
Mortality was favorable. Benefit pay. 
ments totaled $18,201,629. Assets roge 
$20,959,563 to reach $331,715,714. Cas. 
ualty coverage almost doubled, increas. 
ing from $35,874,900 to $68,503,400, 


SUN LIFE, CANADA 

New business of Sun Life of Canada 
in 1948 was $374,652,547 as against 
$602,643,693 in 1947. Life insurance jp 
force stands at $4,089,234,182 as againgt 
$3,837,724,159. Benefit payments were 
$105,046,413. Total income was $239. 
323,504. k 

Assets stand at $1,490,870,041, up $68,- 
887,128, Canadian and U.S. mortgages 
accounted for $51,156,000 during 1948, 
bringing total mortgages to $124,742,175, 
Average interest rate earned in 1948 
was 3.3%. Annuities in force provide | 
for total payments of $75,052,540 per 
year. Surplus and contingency funds 
stand at $93,756,638, up $4,348,092, 


Cox Aeina Life 
General Counsel 


HARTFORD — Berkeley Cox has } 
been named general counsel of the life, 
casualty, and _ fire 
companies of the 
Aetna Life, group. | 
He has been asso- 
ciate counsel, 
Edward H. War- 








aa. 


ner is named as- 
sistant vice-presi- 
dent in the life 


mortgage loan divi- 
sion, and G. Albert 
Lawton is named 
assistant —superin- 
tendent of agencies 
of the life agency 
division. 

Thomas F. Bran- 
agan and William K. White become 
assistant actuaries; Dudley R. Douglas 
and Clifford C. Widen, assistant audit- 
ors; John J. Archer, assistant comptrol- 
ler; Lawrence M. Cathles, Jr., F. 
Arthur Goodwin and Howard Moreen, 
assistant secretaries; Albert E. Haskell, 
assistant secretary, accident underwrit- 
ing; Dr. Joseph C. Clifford, assistant 
medical director. 





Berkeley Cox 





Ewing for N. Y. Governor 


Federal Security Adminstrator Oscar 
Ewing will reportedly seek the Demo- 
cratic nomination for governor of New 
York in 1950. 





Prudential has opened recently in 
Fargo, N. D., a branch of its St. Paul 
ordinary agency under Earl L. Cook, 
assistant manager. 











THE | 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


e 
E. R. DEMING L. J. BAYLEY | 
President Secretary | 
HOME OFFICE — SYRACUSE, N. Y. 
ee 
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For 1949—Be Sure You 


Most ———————_= 
Poplar Piule Gem 


Life Chart 


ANarronal UNDERWRITER Pusiication 


Provides 
The Answers 
to Prove 
Your Points 


Most 
Convenient 
@ 





Broader Scope Than Ever Before! 





Important Useful Facts on Some 200 
Companies! 


In 768 pages, the New 1949 “Little Gem” will provide 
the BROADEST POSSIBLE COVERAGE of All the 
Important points — without overlooking the unusual 
ones, often so important. 


The New Improved edition will contain more about 
Rates, Contracts, Values, Options, Incomes, Dividends, 
Costs, Reports, ete., — Ordinary, Industrial, Juvenile, 
Annuities, Reserves and other Programming data than 
ever before. Order your new “Little Gem” Now! 

















@ Clear—"Easier-to-Read" Exhibits 
‘“Kasiest-to-use” because it’s “easiest-to-read’’, the 

Little Gem’s pages are especially designed for legi- 

bility—so you can find what you want, quickly. 


@ Compact—But "NOT-too-crowded!" 


Long the leader, with some 50 years of experience 
behind it, the Little Gem’s arrangement of material 
is based upon the expressed preference of its many, 
many thousands of regular annual subscribers. In 
fact, Little Gem statisticians originated most of the 
typical styles of exhibits now followed (in part) by 
others books in its field. 


@ Concise—Presents Most Useful Facts 

A sizeable commission may hinge on your ability 
to give the proper answer promptly. This happens 
every day to large numbers of field men. Don’t be 
puzzled or evasive—have the facts handy. Get your 
own New Little Gem—it will pay you well. 


Your NEW 1949 “Little Gem” wild back up 
your statements With convincing authority 


Get the ‘“Easiest-to-Use’’« 


AND—"most-widely-used" reference book— 





The New Improved 


(949 “Littte Gem 


Every life insurance man has many times when the 
right answers will cinch the sale. Frequently these critical 
“answers” concern the facts and figures of life insurance. 
For these all-important situations, no pocket reference 
book is more helpful than the new improved “Little Gem”. 
It is generally conceded to be by far the easiest-to-use 
book of its kind. 


"Easiest-to-Understand" 


The Little Gem’s simple, understandable exhibits are 
the result of some 50 years of careful study and experi- 
ence in presenting life insurance facts and figures. It is 
concise, comprehensive, but not too crowded typograph- 
ically. That’s why it’s “easiest-to-use” and why more life 
insurance men use Little Gems every year than any other 
similar publication. 


Many MORE CHANGES Than Usual 
The many NEW Dividends, NEW Plans, NEW 


Practices etc., already announced by so many Important 
Companies, prove that a “far-greater-than-usual” number 
of significant CHANGKS are to be made effective for 
1949. You must hve NEW UP TO DATE informa- 
tion to be right! 


Helps You Sell More Business 


The New Little Gem will help you to present your 
plan in the best light—to stress your contract’s strong 
points—to arouse interest—sell “incomes’—settle ques- 
tions on the spot—clinch your sale—avoid competition, or 
meet it squarely when necessary—and to build your pres- 
tige as one who knows his business well. 





Ready in April! Order Yours Today! 


Se ee ee eee, Se ee ee ee —— eo 
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For Early Delivery — Mail This Coupon NOW! 
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! Put me down for...... NEW 1949 "Little Gems" 

I 

I Single copies gladly sent {Quantity Orders NOT RETURNABLE, but advance yr 

| on “10-Day Approval” are subject to di t previous to March 15, 1949. 

] 

I . 

| QUANTITY PRICES NOM re cikcicecctdendstécaevendcecncmeahenn Title...... 

I One or 2..... $3.50 ea. 

I 3 to 5. 3.20 ea. Cc , 

I 6 to 49.. 2.80 ea OMPANY onc cc cree ereeeneeesrereeeseeeseeesesesseeees 
50 to 99..... 2.75 ea. 

I 100 copies ... 2.65 ea. 

- All pies. boned. on MEMES: oivcdiccccedatecccsticceccsucutedydetateaeun 

1 ‘ uantity shipped at one 

1 23 Miss bs cewesc ea ceddsawets (Zone..) State............ 

; Mail to The National Underwriter Co., 420 East Fourth Street, Cincinnati 2, Ohio 

eS 















































When a prospect 


“Clothing, feeding and housing my family is an 
expensive proposition and I'm pretty sure that without 
me, my wife wouldn't be able to do it. But, because 
I'm just getting started in business, | can’t possibly save 
enough to promise them any kind of comfortable living 
should anything happen to me. We know that life 
insurance is the answer but on my income | just can’t 


afford the amount it would take to give them 


everything I’d want them to have.” 









need it most, at a premium you can afford to pay now.” 


Consult the nearest Travelers Life Office for more information concerning this 
versatile and economical form of Life insurance. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


says — 





~it's the perfect time 
for you to say — 


"| have just the answer to your problem. It’s a Travelers 


Triple Protection Life Policy, designed for cases exactly like 
yours. This inexpensive type of life insurance guarantees 
your family three times the face value of the policy if any- 
thing happens to you during the next twenty years. This 
means that you can give your family the protection you 
want them to have for the next twenty years, when they 














